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DOUBLE DUTY INSULITE 
MEANS .... 


Lift off the roof... . take a look at 
those outside walls. That’s where double-duty Insulite gives 
double for the money, because it does TWO things for the price of one: 


(1st) IT BUILDS (2nd) IT INSULATES 


Double usage from one material... . sheathing plus insu/ation as a bonus! 
That makes it easy to sell and quick to build up profits. Remember, too, 
that when your customers are sold on the idea of double-duty 
(Insulite) sheathing, they'll also want double-duty (Insulite) lath .... 
and that means extra sales! 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 


fair wages and profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 


realtor, contractor, mechanic, financier, association official and public servant. 


3—Identification of the building products merchant as central headquarters for 


the industry's consumer selling activities in the local community. 


4—Perpetuation of the American ideal of a free people as the basis of a more 


abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
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WHAT TO EXPECT IN 1948 construction volume is indicated by 


a recent report issued by F. W. Dodge Corp., specialists in the 
field of building analysis. For residential building: 4 percent in- 
crease in dollar volume. For non-residential building: 9 percent 
increase over 1947. Single-family houses are expected to be harder 
hit by cost increases than other important categories. For apart- 
ment buildings: 14 percent increase; this includes hotels and dormi- 
tories. Rental housing is expected to increase fester than houses 
for sale. Increase in number of new dwelling units to be started 
during the year: 3 percent. These estimates are based on dollar 
volume of contracts in the 37 eastern states. 


BROADER LENDING POWERS under which federally chartered 


savings and loan associations may make loans up to $1,500 for 
the repair, alteration and improvement of homes without the neces- 
sity of taking first mortgage security have been announced by the 
Home Loan Bank Board. Previously a minimum of such loans weré 
granted because of the prohibitive cost of taking mortgage liens 
and making a tjtle search. The loans are to be revaid through 
monthly installments adjusted to the borrowers’ budget over a 
maximum term of five years. 

OCTOBER STARTS reached 92,000, a record for the year, the 


U. S. Bureau of Labor Statistics reported. The number of homes 
completed during the first 10 months of 1947 reached 658,100, a 
50 percent increase over all of 1947, BLS stated. Residential starts 
may reach 860,000 units this year, the best home building year 
since 1925 when 937,000 houses were started. 

INCREASED SALES by lumber and building material dealers 


continue to show an increase month-by-month. The latest report 
by the Bureau of the Census, Department of Commerce, reveals that 
sales for October were 11 percent ahead of September, the largest 
gain but one made by any of the 13 retail business classifications. 
Sales for October were 37 percent ahead of the same month a year 
ago — the largest gain rung up by any group. 

PAY INCREASES FOR BUILDING MECHANICS as reported by 


the U. S. Bureau of Labor averaged as follows: 15.2 percent for 
bricklayers; 15.4 percent for carpenters; 12.6 percent for electri- 
ians; 11.6 percent for painters; 17.8 percent for plasterers; 18.8 
percent for plumbers and 15.9 percent for common labor. Current 
hourly wage rates in the construction industry were reported as 
tollows: bricklayers, $1.75 to $2.75; carpenters, $1.40 to $2.50; elec- 
‘ricians, $1.50 to $2.50; painters, $1.25 to $2.15; plasterers, $1.62!/2 
‘o $3; plumbers, $1.75 to $2.81 and common labor 70 cents to $1.75. 


BOOST IN FREIGHT RATES has dampened immediate optimism 


hat prices of building materials will come down. The 10 percent 
nerease granted by the ICC applies to all commodities except coal, 
oke and iron ore. 


INCREASED FREIGHT CAR OUTPUT is not expected to elimi- 


nate the car shortage for at least another year, even at the 10,000 
ar per month rate. National goal of 10,000 new cars per month, 
‘et last March, has not yet been reached. September production 
of 7,597 cars is the best yet. 


END OF BUILDING MATERIALS SHORTAGE is. predicted by 
Sen. McCarthy (Rep., Wis.) if there are no serious strikes in the 
steel and gypsum industries. Sen. McCarthy, a member of the 
oint congressional committee investigating the housing shortage, 
said the building industry will need twice as many apprentices to 
carry out the expanded building program. 
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TITLE VI 


Appropriations exhausted, all 
further applications stopped 


NO further applications for 
mortgage insurance under Title VI 
of the National Housing Act are 
being accepted because the insur- 
ance limitation set by Congress 
of $4,200,000,000 for Title VI loans 
has been reached. Applications will 
continue to be accepted under Titles 
I and II. 

It was expected that the four- 
billion dollar insurance authoriza- 
tion would be adequate to run 
through Mar. 31, 1948, but the in- 
creased number of applications in 
recent months were sufficient to 
absorb the sum appropriated. 


DODGE REPORT 


22 per cent construction 
gain reported for October 


CONSTRUCTION contracts 
amounted to $793,286,000 in Oc- 
tober for the 37 states east of the 
Rocky Mountains, a 22 per cent 
gain over September, F. W. Dodge 
Corp., a fact-finding organization 
for the construction industry, re- 
ported. 

Cumulative total for the first 10 
months of this year reached $6,- 
419,397,000 for this same area, 
about even with the corresponding 
period last year. 

Strongest advances were in resi- 
dential building contracts. Gains 
of 30 per cent over September and 
49 per cent over October were re- 
ported in this field. Texas showed 
the greatest overall gain over Sep- 
tember—85 per cent; southern 
Ohio and Kentucky were up 67 per 
cent. A decline was registered in 
western Pennsylvania and West 
Virginia, each 12 per cent. Only 
other areas to register a slight de- 
cline were northern and eastern 
Ohio, Minnesota and the Dakotas. 


EXPANSIBLE HOUSE 


Six schemes with floor plans 
outlined in new U. S. booklet 


A booklet, “Planning the Ex- 
pansible House,” has just been re- 
leased by the Housing and Home 
Finance Agency, Washington, D. C. 

This presentation,: says Admin- 
istrator Raymond M. Foley in the 
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2 cy 6/4 No. 2 Com. & Btr. Appalachian 
e a 
2 cars 8/4 No, 2 Com. & Btr. Appalachian 


Hickor 
1 car 8/ 
2 cars 4/4 No. 2 Com. 
2 cars 8/4 No. 2 Com. Poplar 
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s.w. & Btr. Appalachian White Oak 
Btr. Beech 
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* OZAN SHORTLEAF PINE LUMBER - 


Ozan's reforestation program assures a 
permanent, dependable supply of this 
famous Arkansas shortleaf. 

The Ozan mills at Prescott and Delight, 
Ark., are modernly equipped for finest 
quality production. Ozan Pine is 100% 
kiln dried, stored and loaded under cover. 


LUMBER COMPANY 4: 


PRESCOTT ® ARKANSAS 
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WOOD BASE PLASTIC FILLER 
See why it’s better! 
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WOOD DOUGH AND SURFACING PUTTY 








When you see how much faster and easier 
Duratite is to work — fills holes in wood, metal 
or plastic in just one application, dries with only 
1% shrinkage, stays in, can be cut, sawed or 
sanded to a smooth surface — you'll stock and 
recommend it. Complete line of sizes. Try it 


@ Wt stays 8 é' na dee 

fo Saws, cuts, sands at our expense. Nationally Advertised! 
ine Texture 

© Fie Tio tn WEBB PRODUCTS COMPANY 

Water and Weatherproof 218 South G Street © San Bernardino, California 

4 seven Wood Colors Dept. O, Norcross, Georgia 
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foreword, was prepared in response 
to a widespread interest among vet- 
erans in houses that will provide 


all essential living facilities for af] 
small family now, yet can be logic. 


ally expanded as family needs grow. 
The booklet offers six schemes 
ing the expansible house. 


houses, the federal agency points 
out, are not 


with rough floor plans for develop. ; 
These | 
| 
intended to be ex-| 
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amples of low-cost housing with!) 


minimum-size rooms; 
they luxury houses. 
The basic units are compact rec- 
tangles. Additions, equally com- 
pact, can be fitted to the original 
structure with the least possible 
tearing out and rebuilding. 


ROCHESTER PROJECT 


Private enterprise on teamwork 

basis provides low-cost homes 
WORKING co-operatively to 
meet the local housing shortage, 


Rochester, N. Y. is again in head- 


lines across the country. 

The current project, the third in 
which local business firms 
banks have joined, will provide 516 
apartments at a cost of $1,500,000. 


About 15 firms are organized in the 7 
non-profit corporation that will pro- | 


vide 228 family units. 

Land taken over by the city for 
taxes and declared “blighted areas” 
by the city planning commission is 
used as sites of the various devel- 
opments. Eight commercial banks 
originated the plan for privately- 


sponsored low cost housing in Feb- | 


ruary, 1946. The 152-unit project 


was opened to veterans a year ago. | 


The second development of 136 
apartments, now under construc- 
tion, is sponsored by the Rochester 
Home Builders Association, an ol- 


neither are 
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ganization including most of the I 


city’s building contractors. 
Individual units at the 


Each unit will include two 
rooms, living room, kitchen and 
dinette combined, a full basement. 
In the bank-sponsored project, vet- 
erans pay $48 for four-rooms; in 
the contractor-sponsored project, 
four and one-half room units are 
scheduled to rent for about $50. 
When the mortgages are paid off, 
all developments will revert to city 
ownership. Although the projects 
are tax exempt, they cannot be con- 
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project will rent for under $45. | 
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TIGHTER, DRAFT-PROOF FITTING | SMOOTHER, BETTER APPEARANCE 


had: gg Accurate cold roll-formed sec- Paint jobs sparkle and last longer 
en tions make perfectly-built case- on cold rolled steel—surface has 


ar ago. A 
of 136 ments that give tight, faultless fit smooth, finished appearance. 


nstrue- | : with more weathering surface. GREATER UNIFORMITY OF THICKNESS 


chester 

an or- fj | STRAIGHTER, TRUER EDGES Always uniform, roll-formed sec- 
of the : | Cold roll-forming gives accurate tions provide smoother surfaces for 
latest edges, positive contact—no warp- overall snug-fitting—Copco’s heay- 
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subsidized since the city 


sidered 
will recover back taxes through fu- 
ture sale of the improved proper- 
ties. 


LOGGING CONGRESS 


Record session considers 
resource roads development 


THE 38th session of the Pacific 
Logging Congress and the fifth 
Machinery Show held in Seattle, 
Wash., Nov. 17-19, set an attend- 
ance record. More than 1,600 men 
registered and between 400 and 
500 women. 

Newly-elected officers are: presi- 
dent, F. L. Thompson, manager, 
Roaring River Logging Co., Port- 
land, Ore.; vice president, Robert 
Dwyer, Dwyer Lumber Co., Port- 
land; treasurer, Lewis Mills, Mist 
Logging Co., Portland; secretary, 
A. Whisnant, Portland; business 
manager, Charles P. Keim, Kalis- 
pell, Mont. 

Loggers and lumbermen were 
present from virtually every sec- 
tion of the United States and also 
from Canada, Belgium, Holland, 
Mexico and New Zealand. 

Natural resource roads was the 
general subject discussed by a num- 
ber of speakers. E. T. Clark, sec- 
retary-manager, Pacific Northwest 
Loggers Association, Seattle, called 
on public highway engineers, fed- 
eral, state and county officials to 
sit down with representatives of 
the forest industry to formulate 
details for natural resource roads. 

Mr. Clark pointed out that few 
of the county roads meet the re- 
quirements of width, alignment, 
drainage, surfacing and that the 
cost of transporting natural re- 
sources out of the mountains and 
valleys is excessive. 


TIMBER GROWTH 


Col. Greeley notes definite 
cultivation trend in South 


RADICAL changes in forestry 
growth in the South were noted by 
Col. William B. Greeley, former 
chief of the U. S. Forest Service 
and now chairman of the board of 
trustees of the American Forest 
Products Industries, Inc., who re- 
cently made his first visit to that 
area in 20 years. 

In 1926 Col. Greeley said he 
found few islands of standing tim- 
ber and vast areas of cutover 
timberland. Today there are more 
than 800,000 acres of planted for- 
ests and the growth of saw timber 


10 


is close to the industrial absorp- 
tion point. 

“Even at that,” said Col. Greeley, 
“the Southern pine lands today are 
growing less than half of their po- 
tentiality — 189,000,000 acres of 
pine land in the South.” He praised 
the Southern Pine Association for 
its educational program aimed to 
conserve forests and encourage tree 
cultivation. 


CONVENTION SCHEDULE 


Below is the latest schedule of 
association conventions listed in 
1948 by the Building Material Ex- 
hibitors Association. No announce- 
ment has yet been received from 
associations in Montana, Arizona 
and Georgia. 

Jan. 12-14—Northwestern Lum- 
bermen’s Association, Minneapolis, 
Auditorium, exhibits. 

Jan. 13-15—Kentucky Retail 
Lumber Dealers Association, Louis- 
ville, Brown Hotel, exhibits. 

Jan. 20-22—Ohio Association of 
Retail Lumber Dealers, Cleveland, 
Auditorium, exhibits. 

Jan. 26-28—Northeastern Retail 
Lumbermens Association, New 
York, Hotel Pennsylvania, exhibits. 


bermen’s Association, Kansas City, 
Auditorium, exhibits. 

Jan. 29-30—Indiana Hardwood 
Lumbermen’s Association, H ot e] 
Severin, Indianapolis. 

Feb. 3-5—Michigan Retail Lum- 
ber Dealers Association, 
Rapids, Pantlind Hotel, exhibits. 


Feb. 4-5—Lumber Dealers Asso- 


Jan. 28-30—Southwestern Lum- f 
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Grand § 


ciation of Western Penna., Pitis- | 


burgh, William Penn 


hibits. 
Feb. 4-6—Middle Atlantic Lum- 


bermens Association, Atlantic City, 


Claridge Hotel, no exhibits. 


Feb. 9-10—Tenn. Lbr., Millwork | 


& Supply Dealers, Knoxville, An- 
drew Johnson Hotel, exhibits. 





Feb. 10-12—Illinois Lumber & 
Material Dealers Assn., Chicago, 
Sherman, exhibits. 

Feb. 11-13—Mountain States 
Lumber Dealers Assn., Denver, 
Shirley-Savoy, exhibits. 

Feb. 11-13—Carolina Lumber & 


Building Supply Assn., Charleston, 
S. C., Francis Marion Hotel, ex- 
hibits. 
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Paints Behind 
Radiators! 

New nozzle sprays 
paint straight ahead, 
up, down, sideways. 


Furniture 

Painting Easy! 

Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 Ibs., 
complete. 














ONLY * 


"3495 








WITH MOTOR 





Professional Results 
Smooth, even 
coat gives every- 
thing a ‘‘factory 
finish.” 


WORLD'S LARGEST MANUFA 
WRITE DEPT. 63, 589 E. 


No Extras fo Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 


ILLINOIS, CHICAGO 11, 



























THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell **Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 
Better Homes and Gardens 
POPULAR MECHANICS 


*T.M, REG. U.S. PAT, OFF..(C) 1947-L.M. CO. 
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Feb. 13-14—West Virginia Lum- 
ber Supply Dealers Assn., Charles- 
ton, W. Va., Daniel Boone Hotel, 
no exhibits. 


Feb. 16-18—Western Retail 
Lumbermens Association, Spokane, 
Hotel Davenport, exhibits. 


Feb. 17-19—Wisconsin Retail 
Lumbermen’s Association, Milwau- 
kee, Auditorium, exhibits. 


Feb. 19-20—Virginia Building 
Materials Association, Roanoke, 
Hotel Roanoke, no exhibits. 


Seas eT 


Feb. 23-24—Nebraska Lumber 
Merchants’ Association, Omaha, 
City Auditorium, exhibits. 


Mar. 2-3—North Dakota Retail 
Lumbermens Association, Fargo, 
location not yet announced, exhib- 
its. 


Mar. 4-6—Intermountain Lum- 
ber Dealers Assn., Salt Lake City, 
Utah, exhibits. 


PR er ee ee . 
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Mar. 8-10—-Independent Retail 
Lumber Dealers Assn., Minneapolis, 
Radisson Hotel, exhibits. 


Mar. 9-11—Indiana Lumber & 
Builders’ Supply Assn., Indianap- 
olis, Murat Temple, exhibits. 


Mar. 11-12—Mississippi Retail | 
Lumber Dealers Assn., Biloxi, | 
Buena Vista Hotel, exhibits. 


Mar. 15-17—Ontario Retail Lum- | 
ber Dealers Assn., Toronto, Royal 
York Hotel, exhibits. 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Rae me 


ZEEE 








Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & § 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 


April 18-21—-Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic- 
ipal Pier, exhibits. 








April 1-2—New Jersey Lumber- 9 \ 
mens Association, Atlantic City, = 
Hotel Traymore, no exhibits. 


April 15-16—Southern California 
Retail Lumber Association, Los 








December 6, 1947, AMERICAN LUMBERMAN & 


Angeles, Biltmore Hotel, exhibits. 
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The Bostwick Steel Lath Company, main office 
and factory at Niles, Ohio, is as close to you as 
your ’phone, telegraph office, or mailbox. Bost- 
wick representatives deal direct with the main office 
and not through district offices. This eliminates 
red-tape delays. 


Bostwick, its representatives, and its dealers work 
closely together. If there is no representative in your 
territory, you'll find it well worth while to contact 
Bostwick headquarters direct. 


Wherever you are located use this service which 
personalizes the dealers. 


USE THE BOSTWICK 
CATALOG AND PRICE LIST 


(If you don’t have them, send us your name today) 


Note: We believe there is no better all purpose 
corner bead than Bostwick Truss-Wing. It’s a con- 
tractor favorite for arches and straight work, having 
corrugations running full length of the wing for 
extra rigidity. The correctly placed perforations in 
the wings permit generous plaster key and ease of 


THE BOSTWICK STEEL LATH COMPANY 


100 HEATON AVE. . NILES, OHIO 
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bending. Truss-Wing is suitable for any depth of 
ground. 


Note: Bostwick Smooth Edge Cornerite, used for 
inside corners over any plaster base, is easy for 
laborers, lathers, and yardmen to handle—no 
scratches or cut hands with Smooth Edge. 


Note: Boss-Rib Metal Lath is a special purpose, 
plaster saving product. It gives extra strength and 
self-furring advantage. It saves plaster and labor 
because of its flat ribs and smaller openings. 


Note: Truss-Loop is the all-purpose lath for wood 
or steel construction. Its stiffness, full bearing sur- 
face, and self-furring feature save labor, lath yard- 
age, furring, plaster and time. Tile setters also 


prefer this lath. 


Note: Bostwick Expanded Metal Lath is standard— 
the diamond mesh lath, universally in demand. 


Do you have a Bostwick Catalog and Price List 
handy? If not, let us send them for your future 
use of this convenient direct factory service. 





























Why should I use 


Firzite as a pre-sealer on Fir? 


“iw BECAUSE 
FIRZITE — 
DOES THESE 
3 THINGS: 













































Firzite is available in either White or Clear. For surfaces to be 
stained, feature Clear. As undercoating for painted finishes, White 
is best. You can also tint Firzite to match finish coat merely by 
adding colors in oil. 


AND FOR BLOND, MODERN FINISHES, feature White or 
Tinted Firzite, wiped off. The result is a beautifully soft finish, p/us a 
sealed surface . . . in one economical operation. 


Mail the coupon for full information on Firzite and an explanation 
of our interesting Dealer Set-up. 


UNITED STATES PLYWOOD CORPORATION 
Exclusive Distributors of Firzite 
Dept. 355 
55 W. 44th St., New York 18, N. Y. 
Gentlemen: 
Please send me full details on FIRZITE, and complete information 
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| on how I may become a dealer. 
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Address_ 
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How Old Is Your Company? 


To the Editors: Our company was 107 years old 
this year and we would like to incorporate this fact 
in some of our advertising. The thought has struck 
us that possibly we could be considered the oldest 
lumber yard still in existence west of the Mississippi 
river. Before we would want to advertise as the 
oldest lumber yard west of the Mississippi we would 
want to be certain that we were correct. Do you 
have anything in your files on this subject and if 
you don’t have, could you give us some idea as to 
where we might find same?—W. L. BEHAN JR., 
president, Boeckeler Lumber company, St. Louis. 











| Do you think that, if this need does exist, it will be 


This department would be interested in 
hearing from any of our readers who are 
affiliated with or know of yards that have 
been in existence for one hundred years or 
more, letting us know the exact date these 
yards were founded.—The Editors. 











Store and Yard Remodeling . 

To the Editor: We are planning quite extensive 
remodeling and some new building at all of our six 
yards. If you have any helps available in the way 
of store layouts and planning, we would very much 
appreciate your help and advice.—G. A. WOOD, 
executive vice president, Western Reserve Lumber 
company, Warren, Ohio. 


A copy of our Modern Store and Yard Plan- 
ning book has been mailed.—The Editors. 


Need for Educated Men in the Industry 


To the Editors: This letter is a request from you 
for advice. In a recent issue of the AMERICAN LUM- 
BERMAN & BUILDING PRODUCTS MERCHANDISER I read 
with great interest the letter from the University of 
Colorado requesting someone for teaching. My back- 
ground prior to the war was the retail lumber mer- 
chandising field... . 

With the advent of war I was commissioned in the 
navy and placed in charge of all the lumber at the 
Brooklyn Navy yard which job I held throughout 
the war. 

When the war ceased and I was able to decide that 
I would return to civilian life, I decided that I would 
return to the University of Michigan and obtain a 
degree. As a result I am studying in Ann Arbor 
now and had planned to either go into forestry when 
I finish or teach. I feel that in spite of my fair suc- 
cess in the retail field that, were I to teach it, I 
would be wise to continue my education after I gradu- 
ate from here, at the Michigan State college in its 
Retail Lumber Merchandising course. What do you 
think of this course of action and do you think that 
there exists a truly great need for men in this field? 


December 6, 1947, AMERICAN LUMBERMAN & 
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Solar House Design 
for Kansas. Architect: 
Lorentz Schmidt. 




















Schick Razor National Contest, 
November 10 to December 13, pre- 
sents a First Prize that will appeal to 
millions... 


...an L°O-F SOLAR HOUSE 











Nese 











WHY did Schick choose a SOLAR HOUSE? 


This well-known razor manufacturer wanted the 
greatest possible number of entries in its current 
nation-wide contest. 

How could they be attracted? By offering the 
one thing which arouses universal interest—a 
home. What kind of a house? The most exciting, 
most talked-of type—a SOLAR HOUSE—which 
brings greater comfort and living satisfaction 
than any conventionally-styled dwelling. 

What style of Solar House will the winner 
receive? One designed especially for his own state 
as shown in the new Simon & Schuster book 
“Your Solar House”. This book, prepared with 
the technical assistance of Libbey-Owens:Ford, 
contains Solar Houses designed by 48 specially 
selected architects—features a Solar House de- 





signed for each of the 48 states. It explains fully 
how the solar principle is applied to homes in all 
climates. 

The Schick contest will further swell interest 
in Solar Houses. These houses not only provide 
an answer to buyers’ resistance to prices, but 
mean more business for the builder and dealer 
promoting modern house design. You'll want to 
get a copy of “Your Solar House” at your book 
store. It will help you answer questions from 
prospective home owners interested in modern 
living. And, for a book about Thermopane*— 
L-O-F’s insulating windowpane that makes a 
Solar House practical in any climate—write 
Libbey -Owens: Ford Glass Company, 19127 
Nicholas Building, Toledo 3, Ohio. 





*® 
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AMERICAN 


MEANS MORE 


PROFIT HOURS for YOU! 








Serving the 
Chicago terri- 
tory, BR. N. 
Forrester has 
opened new 
and larger 
quarters as 
American dis- 
tributor. 














Factory-trained repair 
men in the shop of 
R.N. Forrester, 
Chicago distributor for 
American Machines. 


Sales office of the 
Chicago distributor. 


You get more profit hours with American Rental 
Sanders because they’re American-built for top de- 
pendability ...and backed by American Service that 
eliminates costly hours of delay. 

Wherever you are—there’s an American distributor 
nearby .. . ready to furnish quick service and genuine 
parts when repairs are needed. This helps you keep 
equipment producing profits—full time! A big ad- 
venmge for owners of American Floor Sanders! The 
American Floor Surfacing Machine Co., 
521 So. St. Clair St., Toledo 4, Ohio. 









Spinner Edger 





LETTERS 





only 
you have time, I would appreciate your expression.— 


a temporary phase or a continuing one? If 


THOMAS J. ANKETELL JR., Ann Arbor, Mich. 


In answer to your letter we suggest that by 
all means you continue your course in retail 
lumber merchandising because there will be 
opportunities in both the field of teaching and 
of merchandising for a long time to come.— 
The Editors. 


Modern Barn Equipment 


To the Editor: I want to express the appreciation 
of barn equipment manufacturers for the excellent 
story published on page 95 and 96 of your Novem- 
ber 8 issue. We particularly appreciate the good 
illustration of a clean barn and the very proper 
statement regarding the desirability of using steel 
equipment in the barn. 

I hope that your readers will all catch that par- 
ticular statement. I am sure a good many of them 
will appreciate it. Lumber dealers are among the 
good distributors of modern steel barn equipment. 

We feel that steel equipment in the barn is just 
as important as the other hardware, etc., which goes 
into a modern structure. i 

If this Association can work with you at any 
time we will be very glad to have the opportunity 
of doing so... —W. FLOYD KEEPERS, Executive 
secretary, Barn Equipment association, Chicago. 





COMPLAIDTS 






~ My Ne 


"Just the merchandise, lady! 
Never mind your personal troubles!”” 











Master Merchant Likes Story 


To the Editor: Thanks a lot for sending me the 
dozen copies of your November issue featuring Wilbur 
Lumber company and myself. 

Our staff had a great kick out of this issue as 
they do out of all your issues. 

I feel sure that our managers and other executives 
are greatly pleased and they said they find it an 
excellent article and a description of our operations. 

Some of our principal stockholders, to whom I am 
sending a copy, will gain more knowledge of our 
operations than they have previously held. . —H. W. 
WILBUR, Wilbur Lumber company, West Allis, Wis. 


c 


December 6, 1947, AMERICAN LUMBERMAN & 
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with a HYSTER 


THREE REASONS FOR BUYING 





bo 


A HYSTER LIFT TRUCK NOW: 


1. You can get current delivery. 

2. Your Hyster distributor specializes on lift 
truck service—has parts and factory 
trained mechanics. 


3. Pneumatic tires on all 7 Hyster models from 
2000 lbs. to 30,000 lbs. capacity. 


Capacity 

Model in Lbs. 

fl] §6©6 HYSTER "20" FORK TYPE............. 2,000 

HYSTER "40" FORK TYPE............. 4,000 

HYSTER "75" FORK TYPE............. 7,500 

HYSTER "150" FORK TYPE............ 15,000 

' HYSTER KARRY KRANE.............. 10,000 

' _HYSTER "M"” STRADDLE TRUCK ........ 12,000 

|  HYSTER “MH” STRADDLE TRUCK ....... 30,000 
Hyster moves fast — stacks high —- performs f 


surely and smoothly. Operating and ey 
maintenance costs are extremely low because 
pneumatic tires save floors, are 

' easier to load, can go anywhere. 

See your nearest Hyster distributor. 
Write for catalogs. 


Re en 


LIET VOUR PROFITS 





HYSTER com aN See all Hyster models 


las at Booth 319 and 331, 
as Sere ane Materials Handling Show, 


Cleveland Auditorium, 
January 12-16. 


2939 N.E. CLACKAMAS ST., PORTLAND 8, OREGON 
1839 NORTH ADAMS STREET, PEORIA 1, ILLINOIS @&\ \ 
1039 MEYERS STREET, DANVILLE, ILLINOIS [dA}ia. 


HYSTER ‘*40"" — 4000 pounds 
capacity. Handles 7 out of 10 
materials handling jobs. Fast. 
High lift. Heavy duty car loader. 


SEE YOUR HYSTER DISTRIBUTOR FOR CURRENT DELIVERY 


ALASKA—Northern Commercial Co. 
} BROOKLYN, N. Y.—A. S. Rampell 
BUFFALO, N. Y. 

Rapids Handling Equipment Co. 
CALGARY, ALTA. 

A.R. Williams Machy. Western, Ltd. 
CHICAGO, ILL.—Hyster Company 
CINCINNATI, O. 

Oral T. Carter & Associates 
CLEVELAND, O.—Morrison Company 
3 DALLAS, TEX.—C. H. Collier Co. 
DENVER, COLO.—Paui Fitzgerald 
DETROH, MICH.—Bentley & Hyde 
GRAND RAPIDS, MICH. 

Bentley & Hyde 
HALIFAX, NOVA SCOTIA 

A. R. Williams Machy. Co., Ltd. 


HONOLULU, T. H.—Electric Steel Foundry Co. 
INDIANAPOLIS, IND.—Central Rubber & Supply Co. 
JACKSONVILLE, FLA.—L. S. Teague Equipment Co. 
KANSAS CITY, MO.—industrial Power Equipment Co. 
LOS ANGELES, CALIF.—Hyster Company 

LOUISVILLE, KY.—Embry Brothers, Inc. 

MILWAUKEE, WIS.—Hyster Company 

MINNEAPOLIS, MINN.—W. S. Nott Company 
MOBILE, ALA.—S & T Equipment Co., Inc. 
MONTREAL, P. Q.—A. R. Williams Machy. Co., Ltd. 
NEW ORLEANS, LA.—Hyster Company of Louisiana, Inc. 
NEW ROCHELLE, N. Y.—Eastern Industrial Sales Co. 
OTTAWA, ONT.—A. R. Williams Machy. Co., Ltd. 


PHILADELPHIA, PA. 
Rapids Handling Equipment Co. of Phila., Inc. 
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In addition to above, Hyster Export Dealers are located in 30 foreign countries. 


PHOENIX, ARIZ.—Equipment Sales Company 
PITTSBURGH, PA.—Equipco Sales Company 
PORTLAND, ORE.—Hyster Sales Company 

ST. JOHNS, N. F.—City Service Company, Ltd. 

ST. LOUIS, MO.—Wharton L. Peters 

SALT LAKE CITY, UTAH— Arnold Machinery Co. 
SAN FRANCISCO, CALIF.—Hyster Company 
SEATTLE, WASH.—Hyster Company 

TORONTO, ONT.—A. R. Williams Machy. Co., Ltd. 


VANCOUVER, B.C. 
A. R. Williams Machy. Western, Ltd. 


VICTORIA, B.C.—A.R. Williams Machy. Western, Ltd. 


WINNIPEG, MAN. 
A.R. Williams Machy. Western, Ltd. 


YUKON TERRITORY—Northern Commercial Co. 
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NSLANRTANCOUS BATHROOM HEATER 


BUILT-IN....WITH MOTOR-DRIVEN FAN 


You can make a more comfortable living 
by making living more comfortable for 
your customers. That's why this compact, 
built-into-the-wall heater by Miami- 
Carey is particularly important to you. A 
modern electric fan type, it gives imme- 
diate heat at a flick of the switch. 

Sell it for fast, early morning heat in 
bathroom, bedroom, breakfast nook and 
kitchen—for year ‘round comfort that 


Ee 





the entire family can enjoy. 

It’s safe, easy to install, capacity 1200 
watts per hour and carries approval of 
Underwriters’ Laboratories, Inc. 

This is just one of the many items in 
Miami-Carey’s line which up-to-the-min- 
ute dealers are finding profitable to sell 
in their appliance departments. Get the 
facts on the entire line from your Carey 
representative. 


CABINET DIVISION 
OHIO 


THE MIAMI 
MIDDLETOWN, 


THE CAREY LINE 


Asbestos Shingles and Sidings 
Asphalt Roll Brick Siding 
Roof Coatings and Cements 





Asphalt Shingles and Roofings 
Rock Wool Insulation 
Asbestos Coverall Wallboard 


Waterproofing Materials 


THE 


In Canada: 


22 


PHILIP CAREY 





MANUFACTURING 
The Philip Carey Co., Ltd., 1557 MacKay St., Montreal 25, P. Q. 


cOo., 








CINCINNATI oe, 


011 in P oft! : 
and wice-versa 


SPECIAL FEATURES FOR YOUR 
DIRECT-TO-CONSUMER SELLING 
FROM MIAMI-CAREY ... . 





























TOWEL SUPPLY CABINET 


What housewife doesn't always need ex- 
tra towel storage space? Here's a natural! 
Overall 1634x361," —two depths: 63,” 
and 83,” — steel — white enamel — five 
glass shelves. 











HE 
* 











WALL CABINET FOR KITCHEN 


Real sales idea is a mirrored door cobi- 
net in the kitchen. Mirror for shiny noses 
—Space for small items like spices, etc. 
Overall 13%4"x20", 16”x22”, 


MULTIPLE TOWEL RACK 


Every woman will want two of these— 
one for the kitchen, one for the bath- 
room. 834"x25” with six bars for towels. 
Feature for any kitchen. You can't miss! 





December 6, 1947, AMERICAN LUMBERMAN & 
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RESIDENTIAL STARTS, this fall, pinched a lot of 


builders with renewed materials shortages. Nail 
shortage is not expected to ease soon. The gray 
market in nails is a national scandal. Other short 
items include millwork, soil pipe and gypsum rock 
lath. The supply of lath, however, should improve 
soon. 





NEW CONSTRUCTION in 1948, according to esti- 


mates of Commerce and of Labor, will reach a 
figure of $15,200,000,000, a 20 percent gain over the 
current guess for 1947. Privately financed residen- 
tial building, in dollars, will be about 25 percent 
above this year’s figures. These, mind you, are 
Federal estimates. 





NONRESIDENTIAL BUILDING, as a whole, will 


increase somewhat. There will be a reduction in 
industrial building, but this decline will be more 
than offset by increases in commercial and institu- 
tional construction. Public utilities will make heavy 
investments in construction. And farm construction 
will run more than 10 percent ahead of ‘47. 





FORECASTS are based on two or three assump- 


ions. First, that no really loud bust overtakes the 
conomy of the nation during ‘48; second, that 
uilding costs will rise but moderately above pres- 
ent levels; and, third, that a total of 950,000 pri- 
ately financed family dwelling units get started 
| ‘48. Anything that reduces this number seriously 
would knock the whole playhouse down. 





<0 O00 = 


MARKET STRENGTH arises chiefly from the mas- 


sive housing shortage, so the G-men say; they think 
the national income is high enough to buy new 
uses, at current prices, in numbers up toward the 
nillion mark. But if prices should get out of hand, 
or if the national economy should come seriously 
unstuck, then all predictions are off. 





~ 


CONSUMER MONEY, so far, has been plentiful 


enough to take up all, or nearly all, the goods 
offered in the various markets. But Congress is 
hearing from those whose incomes have not kept 
up with rising prices. Senators report that some of 
these people are getting “ugly and bitter.’ One 
more round of wage raises, increasing prices but 
= production, is something the Hill doesn’t want 
© face. 
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GOVERNMENT CONTROLS are causing plenty of 





disagreement even within the ranks of each party. 
No wage controls, at least not soon. Probably few 
price controls that mean much. The American 
Bankers Association opposes the return of credit 
controls, such as restrictions on instalment buying. 
But these restrictions may be voted, anyway. 


THE RESERVE BOARD probably will be given 


authority, which it seems not to want, to limit and 
regulate charge accounts. Closer regulation of 
bank credit is likely. Bank interest rates are ad- 
vancing and will continue to do so. Rent controls 
will be extended, with a lot of discretion left to 
local boards. Export controls will be continued. 


EXPORT CONTROLS over lumber “will remain 


unchanged for the present,’ says the Office of Inter- 
national Trade. This is a change of mind, perhaps 
induced by the NRLDA. There has been a massive 
effort within the OIT to get lumber export controls 
lifted. The export quota of softwood lumber for the 
fourth quarter has been set at 365,000,000 feet. 








SEASONAL LAG in building is due, and this 


should help correct the shortages. It could result 
in a scramble for inventory; even so, the seasonal 
Jull in building should permit manufacturers to 
catch up on orders. Shortages are still being aggra- 
vated by a lack of freight cars. The number of 
usable cars, owned by top railroads, slid by more 
than 20,000 during the past year. 


BEHIND CONTROLS is basically the fear of a 


third round of wage increases. Otherwise, this Con- 
gress would ignore the whole business. However, 
organized labor is set to demand—and get—a 
cost-of-living pay hike unless something is done 
about prices. Amalgamated Clothing Workers have 
gotten a 12!/.-cent hourly increase; and this may 
set the escalator going. A general wage increase 
is the thing economists dread, as of now. 








WHOLESALE PRICE INDEX of the Associated 


Press has passed the 200 mark; as compared with 
about 163 a year ago. Labor leaders blame high 
prices on inordinate corporation profits. The NAM 
blames high food prices — chief sinner on the H. C. 
of L. docket — on government deficit financing, price 
support for farm products, and purchases for foreign 
relief. 
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INVENTORY TIME 





Let's Take Stock of Our Invisible Assets 


In the next few weeks, all across the land, 
thousands of lumber and building products 
merchants will be meticulously counting their 
stock to determine an important asset on their 
year-end statement. 


Employees will spend long hours in checking 
and counter-checking to see that no physical 
asset is overlooked. 


There will be much burning of midnight oil 
hy management, too, in figuring obsolescence, 
depreciation, charge offs, income taxes and net 
profits. 


Finally a statement of tangible assets and 
monetary liabilities will be drawn up. 


But this statement will not reflect the true 
condition of the business. 


Intangible assets that have a major bearing 
on the actual value of a business include: the 
years of experience and capacity of the man- 
agement, the loyalty and abilities of the em- 
ployees, the reputation and responsibility of the 
owners, the respect and good will of the public, 
the degree of competitive leadership, the ade- 
quacy of community service, the friendship of 
suppliers, and the remaining freedoms of enter- 
prise. 

Future profits are as much dependent on 
these intangible assets as upon the things that 
can be weighed, counted and measured. 

This year, as we face ever growing industrial, 
social and political pressures, it is more im- 
portant than ever that dealers take stock of 
such assets as: 


Public knowledge of the business as evidenced 
by growing consumer traffic. 


Constructive human relations as witnessed by 
high employee morale and teamwork. 


Growing manpower capacities and abilities 
through participation in training programs. 


Progress in industrial relations as evidenced 
by increasing cooperation of building 
tradesmen. 


A high sense of responsibility for adequate 
consumer service. 


The exercise of leadership in industrial, 
political and community affairs. 


The moral restraints that support the con- 
tinuance of free enterprise. 


Profit insurance because community service, 
manpower development and net profit are 
the triple motivation of the business. 


Business life insurance through the continued 
application of the Golden Rule in manage- 
ment decisions. 


Dealers who can tabulate larger than normal 
inventories of these intangibles can multiply 
their physical assets in terms of potential profits 
and face the future with confidence. 


EDITOR 













Meeting the Demand 
For Moderately Priced Homes 


With the aid of an architectural draftsman, Northern 
Indiana Lumber & Coal company is providing one-stop, 


‘SG VER SINCE he graduated 

from the first J-M Guild 
school held in Chicago, R. A. 
Schaub has been an exponent of 
packaged selling. 

Although the war caused him to 
alter his program somewhat and 
the materials supply situation the 
past two years has proven a draw- 
back to completely packaged sell- 
ing, Mr. Schaub has not allowed 
these factors to deter him from do- 
ing a successful job of packaged 
home selling in the highly indus- 
trialized area of Whiting, Ind. 

Mr. Schaub entered packaged 
selling convinced that it is not good 
business to service the other man’s 
job, if you can do that same job 
yourself, 


WAR-TIME PROGRAM 


UNDER the banner of the Lake 
Shore Housing guild, the North- 
ern Indiana Lumber & Coal com- 
pany did a packaged job of home 
building and remodelling until the 
war. Government priorities cut 
into the company’s home building 
program during the war. None- 





EXTERIOR view of Northern Indiana Lumber & Coal company, Whiting. The operation occupies 


slightly more than three acres. 
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packaged home service for buyers in the Whiting area. 


theless, the company built some 50 
houses during this period under 
FHA Title VI, the total number 
being limited only by the materials 
allotted. 

During this period, the Lake 
Shore Realty company, the home 
building division of Northern In- 
diana Lumber & Coal company, was 
organized to meet current operat- 
ing conditions. 

This year Lake Shore is building 
some 25 houses, sub-contracting the 
heating, plumbing and _ electrical 
work, but otherwise handling the 
complete job itself. The company 
has had its own crew of carpenters 
and masons for five years. These 
crews obviously permit the com- 
pany considerable flexibility in han- 
dling jobs since the mechanics are 
on a year-around work schedule. 

In picking his sub-contractors, 
Mr. Schaub has found that he re- 
ceives better service from the 
smaller firms, many of which have 
been handling northern Indiana 
jobs for many years. 

Lake Shore has its 
Curtis Bundy, on the 


own man, 
ground to 


Ready mix cement plant is in the rear. 


December 


R. A. SCHAUB, president of Northern Indiana 
Lumber & Coal company. 


supervise construction details and 
to guarantee an even flow of mate- 
rials to the various jobs. Leo Gehr- 


ing is Mr. Schaub’s assistant in 
the office. Richard Schaub, Mr. 


Schaub’s son, a graduate in archi- 
tectural engineering at the Uni- 
versity of Illinois, also helps expe- 
dite the jobs and supervises the 
concrete work. 


ARCHITECTURAL DRAFTSMAN 


ONE of the key men in the en- 
tire organization is A. B. Schallerer, 
an architectural draftsman who has 
been working with Northern Indi- 
ana Lumber for the past 10 years. 
Mr. Schallerer has a dual role. He 
interviews the home prospect in the 
office and does considerable on-site 
estimating for remodelling jobs. 

At the office Mr. Schallerer eitier 
revises stock plans to fit the needs 
of the prospective builder or draws 
original plans, as in the case of a 
recent ranch-type dwelling. His re- 
modelling jobs have included new 
porches, sun parlors and kitchens. 

Most of the houses furnished by 
Lake Shore this year have been 
one-story four-room houses in the 
$8,000 to $8,500 bracket. Some of 
these dwellings have been frame, 
but most of them have been brick. 
These houses have been set on 
40x122 lots. Outside dimens ons 
have run from 30x25 to 24x32. 
The floor plan has included two ‘ved- 
rooms, 10x12 and 10x13 ani a 
dinette-kitchen area approximately 
8x14. The dining space is quite 
apart from the kitchen and ha: its 
own window area. 

The price mentioned above for 
these houses includes the lot, grad 
ing, sidewalks, plumbing, gas wa- 
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ter heater, gravity hot air fur- 
nace, built-in linoleum top sink 
counters, combination doors, fin- 
ished kitchen cabinets, aluminum 
windows, hardwood floors and in- 
suiated ceiling. 


‘lome builders who prefer me- 
dii:m or deluxe specifications are 
permitted to increase the quality of 
their house in this respect. Each 
house has a full basement with all- 
concrete walls. On these jobs the 
company’s own concrete mix plant 
is put to good use. In addition, 
Northern Indiana Lumber has the 
benefit of a co-operative ready-mix 
cement plant. Although a firm be- 
liever in ready-mix equipment, Mr. 
Schaub is convinced there is danger 
in over-investment in equipment. 


FUTURE PLANS 


\LTHOUGH his company has 
concentrated its efforts in meeting 
the demand for homes in the low- 
medium price class, Mr. Schaub 
plans to expand his residential 
building plans to include dwellings 
in the higher priced brackets. Mr. 
Schaub is definitely interested in 
building quality homes. He is one 
of 5,000 dealers across the country 
who have pledged to build an In- 
dustry-Engineered home in 1948 to 
demonstrate how private enterprise 
can lower building costs. 


Northern Indiana has expanded 
its lines recently to include a num- 


ber of specialty items including 
aluminum windows and_ kitchen 
cabinets. It is the distributor for 


glass block in a five-county area. 


[ts overall volume includes sales 
in whole and partial carload lots to 
large industrial firms in the area. 
Approximately 35 percent of the 
overall volume is in_ this 
bracket; about 30 percent goes into 
its own packaged the re- 


firm’s 


jobs; 
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‘DERN fleet of trucks advertises the home building services avail- 
able at the company. 


DUILDING Propucts MERCHANDISER 


CATCHING the attention of potential cus- 
tomers passing by the store is this sign: 
“A Complete Home Service.” 








STUDYING one of the company’s latest home 
designs are A. B. Schallerer, left, draftsman 
and Richard Schaub. 





HOUSES being furnished by the company are shown above. Although the basic pattern is the 
same, exteriors are altered to avoid monotony and buyers are given the opportunity to specify 
economy or deluxe materials. 


mainder is split between wholesale 
and retail trade. 

Mr. Schaub feels the need for 
physical expansion of his property 
and possible relocation to provide 
more adequate display space. In 
this connection he is considering 


€ 
ee 18 Ori” 
sé 


aay § 


THESE houses were built by the company in 1938-1939. 
Guild sign at the left. 


the handling of appliances, al- 
though he is not yet convinced of 
the advisability of this move. 
Meantime, the organization is be- 
ing geared to its slogan: 
“A complete homebuilding serv- 
ice.” 





Note the 
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FRONT of the Gordon Lumber & Supply company is neatly landscaped. 


excellent for plumbing displays. 


advertising purposes. 


Large picture windows are 
Full advantage is taken of one of the large warehouses for 


PUSHING PLUMBING SALES 


NE OF THE first displays to 

meet the customer’s eye as 
he enters the Gordon Lumber & 
Supply company’s retail store in 
Kenosha, Wis. is a display of bath- 
room and general plumbing equip- 
ment. This has always been an im- 
orptant line with the company since 
it was founded in 1929 by Frank 
F. Gordon, father of Leo Gordon, 
president of the firm today. 


The sale of plumbing and heat- 
ing equipment is second in dollar 
volume, led only by the firm’s sales 
in lumber and millwork. One rea- 
son for the excellent showing of 
plumbing and heating equipment is 
the sales work and counselling in 
that department by Melvin J. Will- 
sey, a master plumber for 25 years 
and an employe of Gordon Lumber 
& Supply for the last three years. 


A large percentage of buyers, 
especially those living in the coun- 
try, install the plumbing units 
themselves, but they frequently 
need expert advice and Mr. Willsey 
is prepared to give them just that. 


ESTIMATING SERVICE 


IF THE plumbing contractors 
with whom the store does business 
are too busy to do the estimating 
for a particular job themselves, 
Mr. Willsey will do it. The Gordon 
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organization does not contract any 
plumbing installation work on its 
own, but it does contract the sale 
and installation of oil burners and 
stokers. 

Mr. Willsey is prepared to offer 
skilled assistance in this field as 
well. He has attended the Delco 
oil burner equipment school, Ro- 
chester, N. Y. He follows up leads 
personally. Each lead is placed on a 
“request ticket and the develop- 
ments resulting from the call are 
noted thereon. 

During every request visit, Mr. 
Willsey checks the house for insula- 
tion, weather stripping, storm win- 
dows and weather condtioning gen- 
erally. He finds that nine of 10 
houses are not equipped with base- 
ment storm windows. 


The store carries a complete line 
of plumbing and heating equip- 
ment and is prepared to do a com- 
plete job in each field for country 
or city residents. In the plumbing 
line, the firm’s equipment extends 
to wall tile, septic tanks and shower 
stalls; in heating, the equipment in- 
culdes steam, hot water and gravity 
hot air and hand or oil fired stokers. 

A complete line of accessories 


and repair parts is carried in both 
lines. In fact, a determined effort 





is made to carry all the essential 
items that many stores do not cus- 
tomarily supply. Several sizeable 
warehouses are stocked with these 
supplies. One building is used to 
store hot air fittings from five to 
20 inches; one shed contains oil 
pipe and fittings; there is a shed 
for sheet metal for hot air fur- 
naces; there is a pipe cutting ma- 
chine. 


ADVERTISING PROGRAM 


ONE-half of the sizeable adver- 
tisement which carries the firm’s 
name every Wednesday night in the 
Kenosha News is devoted to plumb- 
ing and heating. Price is featured 
invariably. 


An advertising appeal is made to 
consumer customers in two fiel:s. 
One, to those who can make adii- 
tional living quarters available by 
adding a bathroom; second, to 
those home owners who have elder- 
ly people in the family and where 
a toilet on the first floor will sup- 
plement the bathroom on the sec- 
ond floor. 


The executive offices of the com- 
pany are sure to catch the visitor's 
eye. They are enclosed in a little 
bungalow which, while providing 
all the necessary privacy, also af- 
fords an excellent opportunity to 
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OPEN SHED was designed by Mr. Gordon. The spur track not only 
facilitates the unloading of building materials directly into the open 


shed but also runs directly into a large warehouse. 


A master plumber stimulates sales and 
service for the Gordon Lumber & Supply 
company in Kenosha, Wis. 


exhibit roofing, siding, hardware 
and millwork. There are two lava- 
tories, one for the public and one 
for employes. 


Lumber and millwork continue 
to lead in overall volume. Two men 
are employed full time in the small 
millwork shop where custom-made 
windows, doors, cabinets and tables 
are turned out under the direction 
of Frank Becker, shop foreman. 


_{oller equipment is used effec- 
lively to handle roofing, rock lath, 
packaged insulation, flooring and 
other items. A new roll-off truck 
Wa- recently added to a fleet of 
thive other trucks that handle the 
company’s inereasing business. 


ONE 


HALF the newspaper advertising space 
ai 


n by Gordon Lumber & Supply company 
voted to selling plumbing and heating 
equipment. 


q Automatic 


ROLLER conveyors are used effectively at Gordon’s. 
the unloading and warehousing of packaged insulation is being 
speeded. 


In this picture 












LEO GORDON, president, and Maurice S$. Gordon, secretary of the 
company. 





Re-Roof - Save Money 


Reread “Brick-Strip” Siding 
roofing is Best Quality Brick Strip Siding in 
three standard « welgnts ta for all Rolls "Butt with black mortar lines. 
Rolls contain = square Quick delivery 


= 
with nails and cement " 
Medium Weight... per rott 2.00 | Per roll of 100 eq. ft. 





Heavy Weight ++. per rell $2.50 L lated 

Slate surfaced, 90-pound, heavy— Brick Siding 
per roll to cover $3. 15 Impro' eeve wang itside of your home 
300 89 I . with bric = oe $15.75 


ft. (covers 
Nothing heady 3 ai - lad oN 


t hoses 100 sq. ft complete installati 





We now have a large stock of all sizes. Galv. and Je 
bronze for immediate delivery. Galv., per sq. ft. 
BRONZE, 160 per sq. ft. 





Sat eases. !Cast Iron Lavat 


left a Srain Size 18x20 White 
APRON SINK vosrs. 2” ap- 
ro! com- 





strainer an rr 


Size 17x19 Stylemas- 
trap. A ag A eo 


$39.50 pone $28.50 





Bath 
Tubs 


New in stock. Immediate Delivery. We can ar- 
range for installation of any fixtures pur- 
chased from us. Use our Budget Plan. 
Cast Iron White Enameled Recessed Bath 
Tub with CHROME Plated Over-Rim Tub 
Filler, Chain and Stopper, Waste $74 
and Overflow, 5-{t size . 





2-PART LAUNDRY TUBS 


Gas Heater 
Snep action thermostat. 


safety controls, com- itive tub. Com 
pletely insulated, beau- plete with fau- 
tifully finished 30-gal. cets and stand. 
size ... $79.56 $21.00, 
40-gal. size ...$105.00 wits built-in washboard and 
50-gal. size $129.50'shelf top. .. $25.25+ 





SHALLOW  |BATHROOM ACCESSORIES 
250-gal. per hr, % . | Beautify your bathtoom with chrome 
ator, +o 9 Sait Towel Bars, Paper Bolder, Tumbler 
. $79.50] oiders. stock on hand, order now. 



















Complete Stock of Paint and Varnish 


Lumber é 
Supply Co 





















Bi itptInc Propucts MERCHANDISER 








—mevesn SVEST CDAY TAM. TO 5 P.M. — SATURVAE GU 6 OO ree, 


MAKE YOUR HOME 
REPAIRS NOW! 


Material is available for all 
k. We will help 


repair work. 


you with quality materials. 
and low prices. Everything 
under ong roof. 


Come to Gordon's for friendly 
service and advice. 








Most lumber items are in stock 
for immediate delivery. Dry 
clear cedar fence pickets, 3’6”. 
long. Shelving, cedar 
closet lining and many formerly 


and 4 


hard-to-get items. 
2x4’s—8 ft. and 


10 ft, 
No. 1 ¥el. Pine, lin. ft... 2° 





PLANKS 


zi, TILE BOARD 
TILE AND 


High Gloss Enam- 
eled Tile Board. 
Size 4x4, 4x6, and 
4x8. White with 
black score line 














Complete Stock Steel and Cast Iron 
Furnaces, Boilers and Oil Burners 








2928 - 75th Street, Kenosha 





GORDON 


Sup 


1Btteslot=) ame 


. Phone 8191 
“Kenosha’s Largest Building Supply Company” 






ply Co 
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Ou- e- Spot 


ESTIMATING SYSTEM 


Speed and accuracy of the plan makes it 
possible to quote prices promptly and to 
sell the customer during his first call. 


AST, EFFICIENT, accurate system of listing 

materials and estimating a construction job has 
been developed by Wm. Piehl, Jr., secretary, Miller- 
Piehl company, Seymour, Wis. 


Mr. Piehl, a graduate in architecture at the Uni- 
versity of Minnesota, is a third generation lumberman. 
He attended two J-M sponsored schools and by his 
own word “eats and sleeps” the retail lumber business. 


Of the many things, says Mr. Piehl, that have con- 
tributed to the success of the Miller-Piehl company 
good management, consumer service, creative selling, 
etc.—not the least has been correct quotations to cus- 
tomers. That means quotations that have made money 
for the yard, yet have created satisfied customers. 


This combination of a fair profit, plus consumer 
satisfaction, was possible through the development of 
what Mr. Piehl calls Fast-Est Building Materials Price 
calculator, which he now plans to merchandise to retail 
lumber dealers. 


ALL MATERIALS INCLUDED 


THE system covers all building materials, masonry, 
plaster and plaster bases; millwork, hardware, lumber, 
insulations, roofings, etc. It includes illustrated con- 
struction details, contracts and listing forms. 

All of the materials pertaining to the system, in- 
cluding operating instructions, are on a single sheet 
mounted on a standard drawing board 30 x 42 inches. 
The board comes complete with an adjustable table 
that may be elevated and tilted in any direction. The 
table may be used as a desk top or drawing board and 
carries a parallel rule attachment as a finder and guide. 

In the case of lumber, the system uses terms of 
board feet as units of measurement; square of area 
and prices per thousand. The lumber pricing tables 
are laid out in such a manner that price changes do 
not alter the estimating value of the calculator. 

The information contained in the charts may be used 
for the pricing of charge tickets or cash sales as well 
as for quotations for complete jobs or remodelling. 

Mr. Piehl believes that his system will pay for itself 
in time saving and accuracy in any dealers’ organiza- 
tion within a short time. A dealer can build sales 
rapidly, the inventor emphasizes, by his ability to quote 
prices promptly and accurately the first time a cus- 
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THESE are the basic components of the Fast-Est Building Materials 
Price calculator system on a single sheet. 1. Under masonry ma- 
terials are listed headings for footings, foundations, brick, concr-te 
and other materials with appropriate spaces for quantities and prices. 
2. This section is devoted to plaster base and plaster per 100 squcre 
feet of area; finish plaster coats, insulations, basement stairs, inte: ‘or 
and exterior accessories. 3. This page covers glass sizes, hardw:re 
and other factors necessary to figure total prices for window ond 
door openings. 4. Summary sheet shows specifications for floors 
and ceilings, roofs and walls. 5. Pricing chart is composed of 
“Basic Units of Measure” and monetary values. Each basic unit \as 
been multiplied by dollar or cents values from 1 to 150 and the 
products recorded. 6. The parallel rule attachment is used a 4 
guide and finder. 


tomer calls. The best time to sell a customer is tvat 
first call. 

“Do not depend upon your contractor friends to 
make a materials list for your customers,” advises _ Ir. 
Piehl. “Make your quotations direct to your custon er. 
Make them dependent on you. Dealers will find ¢ iat 
contractors will be glad to be relieved of the task of 
making out materials lists, many of which never ‘le- 
velop into a sale.” 
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SUMMARY SHEET 


Price 








FLOORS G CEILINGS 


Specifications 


sq. 
2x4 
























joist 16” o.c. 


1 Joist G | a 


Phen cx, Ped ee $ 

(| b- NCSA WENNEED 5 5x: a orarcemr artis OSS eee meus ek Dee een $ 
4 PORE EP PMI &.c 20S eH OAM rh @iloaiols meer aeeeae eee $ 
: | Finish floor 


Alternate (A) Total price per sq. 


RARE oe tee eee ee ee 2 oe 


















































t Alt. (A) plus plaster spec. ( Pe sc fare erauaiiocal Swern verneee sq. 
Hl Alternate: UG) TOU GeO Ol SO. 6.560 5 sok va winaicec cece owen 
Es | Alt. (A) plus drywall spec. (0) $.....sceeeeeeeeeue sq. 
Akernate (C) Vote pried Ger 68s os. cos bb did dsiccccrcteaad deed 

j * Add to Alternate of insulation if desired. 
a ROOFS Complete Price per sq. 
Specifications Type of finish roof, Wood shgl. Steel Asphalt Asphalt Asbestos 
ia Fishy (OOTING Gr MCEREONIES oes oss aces ccvsie cule cncioweieews ene $ 
| SHE AUING) “CRGNIROINGROD  o.iec5. Ha ioe lawietbineeredikiouele clade wows ourd $ 

: Raters, Zat-t0" ot. ar DO” Gk. 6 sicc ck cwsiiccsesccstess $ 

; Alternate (A) Total prie@ Per 6. ...66id.ckcsecsececceedceeess $ 

d Rafters 2x4-24" oc. AN CA) WSs Gio kccs cicvines sev scoews sq. $ 

z Rafters: 26-16" 0:6. Ale, WAY Bhs Sooo iiiks & cceiescéssasc eae sq. $ 

q Add to any Alternate, price per sq. of insulation if desired. 











EXTERIOR WALL Price per sq. 
Exterior Wall Finish 3%4x8 Sdg. %x10 Sdg. Asbestos Brick Veneer 


Finish sdg. (less 20% for opgs.}.......... 
Frame wall (spec. no 

Sheathing 

Building paper 

10 lin. ft. base board & shoe 

Plaster (Spec ) less 10%, for opgs.... 





\- Alternate (A) Total price, sq. ......-e000 
Alt. (A) sub. drywall $ 
Alternate (B) Total price, sq. ...........6- $ 





to Alternate . Of insulation less 10 for openings. 
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i PARTITION WALL Complete (2 side fin.) PARTITION WALL Complete (1 side fin.) 

Frame wall(spec. no....... er ee $ Frame wall(spec. no......... Vicreioains se ulee: 
atericils 20 lin. ft. base board and shoe ............. $ 12 lin. ft. Base board & shoe ......ccceccces $ 
te te Plaster spec: (. s..ces0s » $60 oa, &........ $ Plaster spec: (..sic00'0- ) 160 9a: oa:<.505. $ 

prices. Alternate (A) Total price sq. ......-..005- $ Alternate: (C) Total price-6@;, 60cc sc cccsicees $ 
re : 

head or Ait. (A) sub. drywall $.....0.6.0-00 sq. Ate 16) GR II Be oo cess sq. 

rdw " Alternate (B) Total price sq. .......0ce008s $ Alternate (D) Total price sq. .......-.-+--- $ 

iwion 

+ floors 
f 

ae ADDITIONAL INFORMATION 

ind the 

Jaa 
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2 Mr |; FORM NO. 1004 Copyright 1947-Wm. F. Piehl Jr. 

on er. 

1 t rat rene - ' 

2 oll THE summary sheet is divided into four sections. These are floors and ceilings, roofs and exterior walls 
aSh s and partition walls. Space is provided in each case for detailed specifications and for any additional 
er e- 


information desired. 
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Being Your Own Best (csZomer 














James Lumber & Coal company, Kenosha, Wis., 
is busy with a packaged job of home building. 


H JI. NEWMAN, president, 
¢ James Lumber & Coal com- 


visit by the AL&BPM representa- 
tive. 


pany, Racine, Wis., believes that Each of the houses utilizes the H 

many dealers can be their own best same basic floor plan, which is so 

customers by entering the residen- _ easily adaptable that no two houses 
tial construction field under their are alike. The first-floor layout p 
own name, thereby controlling the includes two bedrooms: one eight J 

entire sale from start to finish. feet by 10 feet 10 inches and a sec- 

“About $3,000 of our own mer- ond bedroom 11 feet two inches by 
SELECT YOUR... chandise at normal retail prices 11 feet five inches. The living & 
INSULATING goes into every one of the houses room is 11 feet two inches by 16 7 
MATERIALS we build,” said Mr. Newman, who feet and the kitchen nine feet by h 


FROM OUR LARGE STOCK 


ROCK WOOL. AND BLOWN GLASS 


@4"x24"—12 Lite 
WINDOW UNIT 





FIR PLYWOOD 
xx’ 
eee | own Ube 
%" x4’ x8", Per Ft... .40¢ 
Va" x4’ x8’, Per Ft... .30¢ 








9"x14"—3 Lite 
BASEMENT UNIT 


Soe Cem, & 
== = $10.00 
haréware. bd 





10“x12"—6 Line 
BARN 





SASH, only .... 42.80 





2"x6" Dry Cedar (Dressed and 
Matched) ROOF 
DECKING, per M ft.. +] 20 





























Shestt sesesececeeeee ee OM 





1x6 Matched, per lines! ft. S¢ 








25/32"x14" 


per thousand feet. . 





MAPLE FLOORING $240 


24x24" —2 Lite 


DOW 
FRAME, only ... $7.03 














STEP LADDERS |2'8"x6'8"—6 Pore! 
=F $5.00 boon... $11.75 

















COMBINATION DOORS 
Now Available in All Sizes 








‘ JAMES LUMBER 


F2 & COAL CO. 


a. 














finds that his company can net two 
or three times as much selling ma- 
terial to its own jobs than by sell- 
ing through contractors as it cus- 
tomarily did before the war. 


While admitting that dealers 
should give increasing attention to 
merchandising, Mr. Newman, for 
the present, is concentrating on 
buying rather than on merchandis- 
ing. That has made his housing 
project possible. 


OFFERS COMPLETE LINE 


house job including millwork. The 
company has built or is in the 
process of building 33 houses, all 
but one were sold at the time of the 








10 feet four inches. A stairway is 
provided to the attic which may or 
may not be finished off. The attic 
plan includes two bedrooms with a 
bathroom between. 


The houses have a 35-foot set- 
back from stoop to street. Eight of 
those built were brick veneer and 
the remainder frame construction. 
The average selling price was ap- 
proximately $9,000. This price in- 
cluded storm sash, laundry tubs, 
heating equipment and complete 
landscaping. Dry wall construction 


streets and complete landscaping. 
The company has lots for 16 more 
houses, five of which are about to 
get started. It is taking an active 

























” ini THE company offers a complete has been used exclusively. ty 
CEILING TILE , a : : ‘ ; — 
© Be line of building materials and is The entire project emphasizes V 

= equipped to furnish a complete wide lots, deep setbacks, curved ‘ 


MILLWORK and general building materials 
are featured in the company’s newspaper 
advertising. All items are price marked. 
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COMBINATION retail store and warehouse which serves as the headquarters for the James 
Lumber and Coal company in Racine, Wis. 


—" 
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H. J. NEWMAN, president, James Lumber & 
Coal company. 


part in developing the entire 
Jerome Park neighborhood. 


OWN CARPENTRY CREW 


ALTHOUGH the James Lumber 
& Coal company has sublet the wir- 
ing, plumbing, heating contracts, it 
has handled the carpentry with its 
own crew which sometimes has 
numbered 20 men. 

Financing has been arranged 
either through FHA or GI loans. 

Although the building project is 
the main interest of the company, 
it is still conducting an active 
contractor business. Two men in 
the retail store handle that end of 
the business. Norbert Costerman 
looks after estimating, bookkeeping 
and drafting and Harry Moran 
handles orders and cash sales. 

One of the biggest problems of 
today’s dealer, Mr. Newman is con- 
vineed, is serving the business he 
already has. The dealer who will 
build up his business is the one who 
will furnish service. 








HOME COST BREAKDOWN 


This is the cost breakdown for a group of five houses that will soon be 


built by the James Lumber & Coal company, Racine, Wis. Two houses 
will be one story, two houses one and one-half stories and one house will 


be two stories. 


1-STORY 

ITEM HOUSE 
Foundation, chimney 
and footing ........ -..$ 850 
Excavation, backfill 
and grading............ aoe «6 
Basement & porch floors... ... 200 
Main & access walks......... 200 
Land & sewer & water........ 600 
Plumbing & sewer connections.. 825 
Heating plant & stacks........ 300 
Electrical wiring & fixtures... . 285 
Exterior sheet metal.......... 65 


Carpentry labor & drywall labor 1,400 
Lbr., millwork, hardw. & drywall 2,800 








Linoleum & counter top....... 50 
Painting & decorating........ 360 
Lawn and landscaping........_ 175 
$8,285 

10% overhead & profit..... 829 
$9,130 


I1/>-STORY 
HOUSE 


$ 850 


175 
200 
200 
600 
825 
300 
300 


65 
1,500 
3,000 

60 

375 
175 





$8,625 
863 





$9,488 


2-STORY 


HOUSE 


$ 830 


175 
170 
200 
400 
850 
360 
350 


65 
1,900 
3,400 

75 

450 
175 





$9,400 
940 





$10,340 
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HERE are a group of houses on one street, all built by the James Lumber and Coal company. One 
basic floor plan was used for all these houses. The plan provides for two bedrooms and a bath 
between in case the home owner decides to finish off the attic. 

















SPARKPLUG of the Wormhoundt organization 
is Henry S. Wormhoundt, left, pictured with 
his father, John W. Wormhoundt, 87, presi- 
dent, one of the oldest members of the 
Northwestern Lumbermens association actively 
engaged in the retail lumber business. 


HEN THE United States 
found itself at war in 1941, 
one of the first retail lumber deal- 
ers to offer his services was Henry 
S. Wormhoundt of Ottumwa, Iowa. 
High brass told him to go back 
home when he tried to enlist. They 
said he had done enough. He had 
served 22 months in World War I. 
But Henry, with the tenancity for 
which the Dutch are famous, re- 
fused to take no for an answer. 
The Army put him through a 
strenuous physical examination. He 
passed and subsequently served 49 
months in World War II. He was 
discharged as a lieutenant colonel, 
his last assignment being Provost 
Marshall of the Middle East. 
While he was gone someone had 
to carry on. In this case it was 
Henry’s father, John W. Worm- 
houndt, president of the company, 





BRIGHTLY painted exterior of the Bloomfield yard proclaims the Wormhoundt Lumber company 
Inc., as “Building Headquarters.” 


50 


“three 


Generations 





MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building product re 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
Swed in the sertes, but © sufliciontly lerge euuber of 
them meet the exacting requirements so that it wil) take 
@iany months to cover them all 
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On the Job 


In lowa, the Wormhoundt family have piled up 105 Years 
of service in the organization in which a reputation for 


complete service is being 


age 83 at the time. In addition to 
managing the headquarters yard at 
Ottumwa, the elder Wormhoundt 
had three other yards—Bloomfield, 
Milton and Pulaski—under his su- 
pervision. 

OLDEST ACTIVE DEALER 


IT IS not the sort of job that is 
usually assigned to an 83-year-old 
gentleman. But Mr. Wormhoundt, 
who is perhaps the oldest active 
lumber dealer in the Northwestern 
Lumbermens association, had han- 
dled tough jobs before. He had 
gone 40 years without a vacation 
while building up his business and 
he had weathered a number of de- 
pressions. He took the challenge 
in stride and the business was in 
good shape for his son when he 
returned in March, 1946. 


The Wormhoundt organization is 


maintained and expanded. 


a three-generation business. In 
addition to John and Henry two 
young men—Jack and Dick—sons 
of Henry and both ex-servicemen. 
are active in the business. The 
three generations already have 
given more than a century of serv- 
ice to the retail lumber business. 
John has been in the business for 
62 years; Henry for 31 and Jack 
for 12, a total of 105 years. 

The Wormhoundt family have es- 
tablished a reputation for sound, 
aggressive merchandising. They 
are Master Merchants of the Light 
Construction Industry. Three gen- 
erations of the Wormhoundt family 
are pictured this issue on the cover 
of AL&BPM. They are Henry S., 
part owner, left, and John W.., presi- 


dent, right. In the center are 
Henry’s two sons, Richard and 
John. Each one is active in the 
business. 


Although the Wormhoundts - 
John and Henry — prefer to look 
to the future, their ancestry in th« 
retail lumber business has been 2 
long and honorable one. With a few 
other Dutch, John’s father cam 
to Iowa in the 1840s from his nativ: 
Holland to escape religious perse- 
cution. He had been a carpente’ 
and a cabinet worker. It was na'- 
ural that he should enter the lum- 
ber business in this country ani 
that his son should follow in his 
footsteps. 

His early years in the business 
were not too profitable financially, 
recalls the elder Wormhoundt. H's 
father started him at $10 per week 
of which $5 was allotted to tle 
church. He bought his own clothe-. 
He put in long hours and studid 
every aspect of the business. !” 
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GENE F. RACEY, manager of the Pulaski yard. 


1892 he founded the present com- 
pany within 50 yards of the site of 
the present structure. The original 
capital investment was $7,000. To- 
day the net worth of the company 
exceeds $100,000. 


Headquarters of the Wormhoundt 
organization is in Ottumwa, a city 
of about 40,000. Fast-moving ma- 
terials are kept in the headquarters 
yard while three warehouses in 
town stock large quantities of ce- 
ment, plaster, insulation and other 
materials. Thriving small - town 
yards are under Wormhoundt man- 
agement in Bloomfield, population 
3,000, managed by Samuel Phelps; 
in Pulaski, population 376, managed 
by Gene F. Racey, and in Milton, 
population 800, managed by M. W. 
(Red) Roberts. 


PACKAGED HOMES 


THE Ottumwa yard has been 
especially active in the residential 
field, furnishing packaged homes to 
consumers. Henry Wormhoundt 
has been a strong advocate of pack- 
aved selling. Recently, in order to 
further his plans for residential 
building, he has organized Ottumwa 
Better Built Homes, a separate or- 
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M. W. ROBERTS, manager of the Milton yard. 





SAMUEL PHELPS, manager, Bloomfield yard. 





THREE key men in the Ottumwa yard of the company, left to right: H. E. Warren, yard foreman 

and part owner of the Ottumwa yard, who has been with the organization for 40 years; 

W. E. Cudsworth, in charge of the company’s trucks and Milo Hempshire, bookkeeper, both 
of whom have been with the Wormhoundts for more than 20 years. 


ganization which is being managed 
by his son, Jack. 

In the past 18 months Worm- 
houndt has developed a subdivision 
that has become one of the out- 
standing new residential areas in 
Ottumwa. It has 43 lots in one 
area. Photographs of one-story and 
two-story houses erected on River- 


side lane are shown with this arti- 
cle. All of the houses are located 
on generous lots 6714x108 feet. 
Eight one-story houses, all utilizing 
the same basic floor plan but with 
different exteriors, have been built 
this year. Although most of these 
houses are built from stock plans, 
Wormhoundt has a consulting archi- 
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WORMHOUNDT Lumber company Inc., property in Ottumwa before and after the floor this year. 
The company suffered about $10,000 damages. The company’s trucks were used to evacuate residents 
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in the nearby area. 





THESE homes are being furnished by the Wormhoundt organization in 


a subdivision it has developed. 


The package sale includes the lot 


and home ready for occupancy. The two-story houses completed last 


year are on one side of the street. 


Across the street are one-story 


houses employing the same floor plan. A wide variety of exteriors 
avoids the danger of monotony. 


tect service available for consumers 
who prefer a custom-tailored home. 

The last seven houses built have 
exterior dimensions 26x36 — two 
bedrooms, living room, dining 
room, kitchen, bath and full base- 
ment. They have sold for $9,000 
including gas-fired furnaces. Most 
of these houses are built specifically 
for veterans, although a dozen 
homes or so have been furnished 
outside this particular develop- 
ment. 

The Wormhoundt service extends 
to a complete estimate and a firm 
bid on what the prospect’s home 
will cost. Full assistance is given 
in handling the necessary financial 
papers. 

Success in residential building 
can be attributed on one hand to 





the smooth-working group of build- 
ing mechanics that work under the 
direction of the Wormhoundt or- 
ganization. This group has includ- 
ed as many as 20 carpenters, paint- 
ers, plumbers and heating men. 
Electrical work, excavation and 
grading is done by contract. 

Lumber is the No. 1 volume 
item of the organization. Others 
in line of importance are millwork, 
roofing and insulation, paint and 
hardware. With a complete line of 
hard materials and general build- 
ing products, the firm is able to 
boast, “Everything from Founda- 
tion to Chimney Top.” 

The Ottumwa yard has also been 
active in the commercial and indus- 
trial field. Two of its major proj- 
ects recently are a packing plant 


- 





and a wholesale grocery building. 

The country yards at Milton and 
Pulaski handle plumbing and heat- 
ing equipment. Milton handles 
coal, in addition to such diversified 
items as builders’ hardware, nails, 
stoves, wallpaper, power driven 
equipment for digging post holes. 
Sales of hardware and lumber are 
about even in this yard. It has 
turned out as many as 89 farm 
buildings in its own shed including 
hog houses, brooder houses, port- 
able grain bins in addition to wagon 
boxes, sheep racks, cattle bunks, 
loading chutes and gates. 

The Pulaski yard has set an envi- 
ous record in the prefabbing of 
farm buildings. It has turned out 
417 since 1940. Manager Racey has 
estimated that these buildings have 


ALL yard buildings and fixtures at the Bloomfield yard are newly painted and clearly identified. 


This small shop and warehouse are examples. 
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“Gus pate». - pound for pound! Sensationally new 


Amazing New Manufacturing Method 


RINGS DEALERS MORE STEEL 


NT SALES, PROFITS! 


“HOW CAN I STOCK “JUST RELY ON 


CASEMENTS IN THE STEELCRAFT ... FOR 

QUANTITIES AND SIZES IMMEDIATE DELIVERY 

MY CUSTOMERS STRAIGHT FROM THE 
EXPECT?” FACTORY!” 


OUR COMPLETELY NEW, 


MODERN MANUFAC.- 
TURING PLANT GIVES 
YOU FAST ASSEMBLY 
LINE PRODUCTION, 
CUTS DELAY! 


You Profit by these Amazing 


Manufacturing Short-Cuts! 


e Remarkable New Production Methods Bring 
Streamlined Automotive Assembly Line Procedure 
Into Casement Manufacturing! 


e Patented Aluminum Electropainting Operation 

Makes Casements Easy to Finish, Reaches Every 
Exposed Surface, Lasts Longer, Has 
Real Eye Appeal! 


LIGHTER, YET STRONGER... 


manufacturing methods give STEELCRAFT 
Casements more strength at less weight, more 
pound-for-pound construction advantages 
than any other casements! 


pee COMPANY 


ROSSMOYNE (CINCINNATI), OHIO 


ILDING Propucts MERCHANDISER 


IMMEDIATE DELIVERY ON NEW 
STEELCRAFT CASEMENTS MEANS 
FASTER TURNOVER ... LESS 
"CASH TIE-UP! 


Here at last . . . the steel casement windows to 
solve all your shortage, sales, and profit prob- 
lems! Available RIGHT NOW .. . straight 
from our completely new, modern manufactur- 
ing plant... lighter, stronger (by actual lab- 
oratory tests)*, more perfectly-built steel case- 
ment windows . . . precision-machined for 
faultless fit, aluminum electropainted for last- 
ing finish! STEELCRAFT Casement Windows 
provide you with exceptional advantages of 
engineered construction and durability . . . plus 
the opportunity for rapid turnover at a reduced 
outlay! The results are vastly increased sales 
and profits for you, complete satisfaction for 
contractor and home owner! Send for Com- 
plete Descriptive Literature! 
*Available on request 


You Get these Big 


Steel Casement Benefits! 


1 Faster Turnover (at Less 
Investment)! 


2 Greater Profit Per Sale! 


Lighter, Yet Stronger Casements 
- «- by Actual Laboratory Tests! 


Electropainting ...for More Pro- 
tection, Longer Lasting Finish! 


Machined Parts for Perfect Fit! 


Immediate Delivery ... Your 
Order Shipped Without Delay! 


MAIL THIS COUPON TODAY! 


STEELCRAFT MFG. CO., 

9025 Blue Ash Road, Rossmoyne (Cincinnati), Ohio 
Please send me, without obligation, complete 
descriptive literature on STEELCRAFT Casement 
Windows. 
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taken 18 carloads of lumber and 
6,772 pair of six-inch hinges be- 
sides four gallons of paint apiece— 
all from his own stockroom shelves. 

‘quipment for this work is set 
up in the shed. It includes a planer, 
sticker and ripper, rip saw, band 
saw and surfacer. Each is individ- 
ually power driven. Lumber travels 
32 feet per minute through the 
sticker, which cuts two edges and 
one side at the same time. The 
ability of this yard to take rough 
lumber and finish it has been of 
great help to the other yards. 

REASONS FOR SUCCESS 

“WE HAVE always operated 
conservatively, but we have tried 
to keep ahead of the times,” is the 
way Henry Wormhoundt explains 
the success of the organization. He 
is anxious to erect two Industry- 
Engineered homes. He already has 
picked the sites for them and has 
wired NRLDA headquarters in 
Washington for plans. 

If you were entering the retail 
lumber business today and asked 
John Wormhoundt for advice, he 
might repeat the advice his father 


gave him: 
“Credit is worth more than 
money. Remember that.” John 


Wormhoundt has never missed a 
discount in 62 years of business. 

Henry Wormhoundt has definite 
plans for the future calling for an 
expanded display room and office. 
A silent display room lighted at 
night was built early this year. 
This room 18x30 along with most 
of the Wormhoundt headquarters 
in Ottumwa suffered severe flood 
damage in June of this year. Four 
Wormhoundt trucks were used to 
evacuate residents in the immediate 
area of the store. Water rose 18 
inches inside the main office and it 
was a month before operations were 
back to normal. Considerable paint- 
ing, floor sanding and general 
clean-up work remains to be done, 
and there is hardly time for it 
with the building program in full 
swing. 

John Wormhoundt has no inten- 
tion of retiring. He is at the office 
each morning to check over in- 
voices. Once each week he drives 
the 75-mile swing around to the 
branch yards. His hobbies are his 
two big farms where he breeds Hol- 
steins and Herefords. Soon Mr. 
and Mrs. Wormhoundt plan to 
move into their new ranch-style 
home now being built. 

Son Henry has the site picked 
for his new home. Meanwhile he 
is living in one of the veterans’ 
homes he has built, hunting and 
fishing when he can spare the time. 
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John Lampnrey 4 
Unusual Desk Invites Work 


Desk room is no problem for John A. Lamprey, general 
manager and treasurer of the Lawrence Lumber company, 
Lawrence, Mass. To make sure he has plenty of room to 
operate, Mr. Lamprey designed his own two-in-one desk. 


JOEN A. LAMPREY, general 
manager and treasurer of the 
Lawrence Lumber company, Law- 
rence, Mass., occupies a private 
office that executives in any line of 
business might envy. 


The office, which was designed by 
Mr. Lamprey himself, is air condi- 
tioned. Also the offices of his two 
secretaries. 


Most unusual feature of his own 
office is the curving desk more than 
10 feet long which he designed him- 
self. It is actually two desks in 
one with complete desk sets, calen- 
dars, etc., for each. 

Oftentimes, explained Mr. Lam- 
prey, there are blueprints and nu- 
merous other papers which require 
considerable study. These can be 
spread out at one desk, leaving the 


JOHN A. LAMPREY seated at the office desk which he designed. 
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other free for matters that require 
personal attention in the meantime. 
The desk is bleached oak. The top 
is glass covered. The chair occu- 
pied by Mr. Lamprey is as large 
and comfortable as it looks. 

The office is about 12x12. Ad- 
joining it is a private bath and a 
good sized conference room, also 
air conditioned. The door leading 
into the conference room is dec- 
orated with a life sized painting of 
Paul Bunyan. 

Another interesting feature of 
Mr. Lamprey’s office is half a dozen 
set-backs built into his wall, each 
glass covered. Three glass shelves 
in each set-back are occupied by 
interesting figurines, a hobby of 
Mr. Lamprey. Incidentally, these 


figurines are excellent sellers in the 
store’s downtown gift shop. 
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ernizing. Chromtrim 


that cover every home 
below today for your 


Today’s great boom in home modern- 
ization makes “Trim-it-Yourself” metal 


to-coast! 


mouldings in demand and needed by hundreds of thou- 
sands of consumers who do their own repairing and mod- 


“Trim-it-Yourself” mouldings are 


moderately priced and come in 8 simple-to-install shapes 


need for moulding. Send the coupon 
free copy of “Trim Ideas”, the book 


which thousands of home owners have sought and bought! 


THE BUSIEST 24” PROFIT-MAKER IN 
ANY BUILDING PRODUCTS STORE!.. 


Watch your customers’ eyes focus on this smart, eye-catching floor merchandiser of 
Chromtrim metal mouldings. Compact, elliptically shaped—only 24" x 16"—easy to 
fit into your floor display . . . the new Chromtrim 8/60 merchandiser is a steady, 
reliable, silent salesman. Over 10,000 dealers already have installed Chromtrim 
merchandisers in their stores, creating extra store traffic and extra sales from coast- 





HERE'S YOU 


PLUS 
1. 


of interiors. 





ad 


stock. 


ney 


R 8/60 CHROMTRIM DEAL 


You get 1 master tube containing 10 ready-wrapped 6’ lengths of each of 
the 8 Chromtrim “Trim-it-Yourself” mouldings, bundled and labeled 
for ready transfer into the 8 display-stand tubes. 


The new Chromtrim “Trim-it-Yourself" elliptically shaped stock dispensing 
unit. Attractive, colorful. 


In red background with 4-full color illustrations 


Eight metal snap on price tag holders. 
Metal dispensing tray and supply of nails or screws for the entire 480’ of 


Supply of 100 six page consumer instruction folders. 
Colorful demonstration counter card 11” x 14”. 
Full color life-size "Carrie Chromtrim" window display. 


FREE dealer copy of "Trim Ideas” showing 35 Chromtrim projects. 


COMPLETE DEAL $55.80 











Trim this coupon for your free copy of “Trim Ideas.” 





































Se eeres aE aan 2 Oy Shae a Wheel a See a TET aa oie ee ‘09 
R. D. Werner Company Dept. AL 12 : 
295 Fifth Avenue, New York City 16 ' 
Rush information on Chromtrim 8/60 deal, including 
FREE copy of “Trim Ideas.” I understand there’s no 
obligation on my part. 

DI en oe ore. Sos ayro ane a NER ins iach Sm RE Ae CR ae 
RES ne een meme eae rer nie erty nny hur md oe Ce RA eS Mees 
I oa ciclais eichow oo eraloa BR RS Rib tie die DAES ORR Re ee ee 
TN ied cutiaecs 
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4 ort Dalhousie, Ontario 








Sold only through a nationwide 
distributor organization. 


Manufacturers of Chromtrim metal mouldings. 
295 Fifth Avenue, New York 16, N. Y. 


IN etc | R. D. 





"RD. WERNER O., Inc. 


WERNER COMPANY, Ltd., 
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Country Exchange 


Michigan Dealer Uses Unique Mail Promotion 


Nowels Lumber & Coal company develops sales, store traffic, good 
will by printing free classified ads for public in own publication. 


A* UNUSUAL direct mail pro- 

motion that renders helpful, 
neighborly service is being used 
effectively by the Nowels Lumber 
and Coal company to draw store 
traffic, create good will and build 
sales of products at the firm’s four 
Michigan yards in the towns of 
Rochester, Oxford, Washington and 
Northville. 


To understand the success of 
Nowels’ unique promotion it is nec- 
essary to analyze the trading area 
in which the company’s yards are 
located. All four yards are within 
30 miles of Detroit. They serve 
not only their own small towns but 
the rural and suburban areas be- 
tween the world’s motor car capitol 
and Pontiac, Mich. 


The residential trend in both 
Pontiac and Detroit is toward de- 
centralization. More and more peo- 
ple are buying small tracts in the 
surrounding countryside for home 
building sites. Newcomers, particu- 
larly young married couples, locat- 
ing in this territory near the Now- 
els yards always have need for 
some piece of worldly goods—he it 
a baby carriage or gardening equip- 





RESIDENTS of the area are invited to visit the nearest Nowels store and write their 
free ads for publication in Country Exchange. 
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ment. On the other hand, old resi- 
dents always have some items that 
are no longer of use to them. Many 
of the newcomers and old timers 
alike offer personal services like 
baby sitting, crotcheting, etc. that 
are vital to community life. 

R. W. Nowels, president of Now- 
els Lumber and Coal company, de- 
cided to bring the two parties to- 
gether. His method for doing this 
was put into operation five months 
ago. It consists of a small four- 
page monthly mailing piece de- 
signed in the style of a _ tabloid 
newspaper and named Country Ex- 
change. The three columns on each 
page are packed full of classified 
ads obtained from residents offer- 
ing a broad range of items and 
services for sale or trade—or, in 
the case of ads listed under the 
column heading Wanted, reporting 
the desire to pay cash or barter for 
an equally diversified number of 
things. 

These classified ads are printed 
free of charge. Anyone living in 
the area served by a company yard 
is invited to drop in at the nearest 
Nowels store and write out an ad. 
Ads also can be mailed direct to 


the firm. A small space, equipped 
with paper and pencil, is set aside 
in the display room of each store 
to accomodate the ad _ writers. 
Copies of the latest issue of Cown- 
try Exchange are on hand and a 
sign calls attention to the free 
service. 

The company’s display ads are 
carried on portions of pages 2, 3 
and 4. A few of Nowels own classi- 
fied ads are mixed in with those 
obtained from residents. For ex- 
ample, the November issue carried 
the company’s display ads for 
kitchen sinks, paints, insulation, 
door and window trim, combination 
doors, ventilated louvers and caulk- 
ing. Classified ads called attention 
to the fact that Nowels offered dis- 
counts on a discontinued line of 
paints and had hot air gravity 
furnaces for sale as well as a farm 
trailer and a hammer mill. As the 
company’s Washington, Mich., yard 
has a large hardware department, 
a special folder advertising hard- 
ware items is inserted in copies of 
Country Exchange distributed in 
that area. 


Issued on the 29th day of the 
preceding month, the first four edi- 
tions were mailed to all box holders 
—totaling approximately 11,500— 
living on adjacent rural mail routes. 
However, the demand from towns 
people is so great that starting in 
January, 1948, a copy will be de- 
livered by carrier boy to all homes 
in the city limits of Rochester, Ox- 
ford, Washington and Northville 
The flood of ads by the third issuc 
forced a reduction in the size of th 
printing type used and will soo! 
make it necessary to practicall) 
double the present 7144 x 81'4-in 
page size. 


This high interest shown in th: 
publication has caused other mei 
chants to ask that they be allowe:! 
to purchase advertising space. How - 
ever, no real estate or other com- 
mercial advertising is accepted. 
strict deadline is enforced and ail 
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Good paint depends on good materials. 
Hoboken paints are manufactured with the 
finest pigments, oils and resins from formulas 
developed during seventy years of paint making 
experience. All Hoboken paints are manufac- 
tured in carefully chosen modern colors that are 
available now — don't lose sales because you 
haven't the right color. Don't lose customers 


5. Goes 0) 4 é2 sy because you sell inferior paint. 


+ Sell HOBOKEN PAINTS 
HOBOKE 


WHITE LEAD & COLOR WORKS, INC. 


SUILDING Propucts MERCHANDISER 








ads must be in the hands of the 
company 10 days before issuance. 
The publication is edited by Miss 
Martha Nowels, daughter of the 
company’s president. 

While more copies, carrier boy 
distribution in the four towns and 
an increase in page size all will add 
more to the total cost of each issue, 
the company is quick to recognize 
that this increase in demand and 
use of the publication indicates 
greater and even more interested 
readership. Thus, the cost of reach- 
ing each individual prospect de- 
creases and Country Exchange's 
value as an advertising medium in- 
creases. 

The publication is printed at a 
job shop operated by the local news- 
paper in Rochester. Its cost per 
copy, including addressing and 
printing, is 114 cents. Postage adds 
a cent a copy. 

Although this: cost is about four 
times the cost oftan equivalent dis- 
play ad placed in a local newspaper 
in each yard town, a study shows 
that the four papers combined do 
not cover rural residents as thor- 
oughly as Country Exchange. The 
amount of business directly trace- 
able to this direct mail promotion 
has more than justified the cost, 
the company reports. At the same 
time, newspaper advertising has not 
been discontinued for results 
from it also show low cost develop- 
ment of prospects and sales. 










































COUNTRY EXCHANGE 





August, 1947 


Issued the 29th of each month 





FOR SALE 


Dairy equipment. One 2-valve bot- 
tle filler and capper. One 30-gal- 
lon automatic electric water heat- 
er. Ten 2-quart bottle cases (steel 
wire) One electric bottle washer. 
Three dozen 2-quart bottles. Harry 
© Lang, Route 2, Box 424, Roch- 
ester 


Allis-Chalmers No. 40 Combine 
with pick up attachment Good 
condition. George Scott, ‘615 


Raiisey, Oxford 51-F2. 


Good oven for Perfection kero- 
sene cooking stove Dining room 
table, seats 10 people. Antique 
silver castor set $20.00. Mrs. M. 
FE. Atchinson, 9437 W 6 Mile Rd. 
Salem. 


One cream separator, One grind- 
stone, 14 inches in diameter. One 
buzz saw, 30 inches. One old po- 
tato digger. One new Choreboy 
milking machine. 300 bushels of 
corn. 190 bushels of wheat. Mrs. 
Johnson, 3950 Campground Road, 
Washington 3305 


Two wheel trailer. Two-plate elec- 
tric cottage stove with oven Ed- 
ward Kraus, 866 Bloomer Road, 
Rochester 2-4256. 


Y 


Large oak dining room table, buf- 
fet and 5 chairs. Andrew Juhl, 
514 Wilcox road, Rochester 2-1499. 


Extra large ice box - 100 pounds. 
0.00 128 Common street. Rear 








You're Always 
Welcome To Place 


A FREE AD... 


Country Exchange is your paper. 
and all your ads are printed ab- 
solutely free. Now you can let 
over 11,000 families in your com- 
munity know what you have to 
sell, or what you want to buy. 
Country Exchange is published on 
the 29th of each month, so all 
ads must be in on the 22nd of 
the month in which they are to 
appear. To place a free ad, sim- 
ply stop in at the NOWELS LUM 
BER and COAL CO. nearest you. 
Or write a short description of 
the item for sale together. with 
your name and address, and mail 
it to one of the four Nowel’s 
yards. Sorry, but we can not ac- 
cept commercial or read estate 
ads 


Nowels Lumber ard Coal Co. 
has yards In— 





ac’s Diner. Walled Lake 69. 


FOR SALE 


Baled hay. E. D. Allen, 1065 N. 
Oxford road, Oxford 25-F2. 





Blackberries. Wm. Toussaint, 1005 
Bloomer road, Rochester 2-1491 


Brand new electric churn 15 gal- 
lon capacity. Never used. $67.50. 
Cliff Warner, Rochester 2-2289. 


One 2-piece upholstered overstuff.- 
ed living rooom suite. Orchid col. 
or. May Taft, 4391 Jewell road, 
Washingtton 3683. 


Two wheel trailer with 2 new, Mo- 
del A Ford tires. $30.00. Cliff 
Warner, Rochester 2-2289. 


Registered Guernsey bull calves 
from tested Dams at farmer's 
prices. Great Oaks Stock Farms, 
Rochester 9841. 


-| Case one row corn picker in good 


condition. Hodges Farm, 1644 


Brewster, Rochester 5886 





Brown wool 2-piece tailored suit 
Size 12. Beige Chesterfield winter 
coat with brown velvet collar, 
size 14. sfoth in good coadition 
Mrs. Wm. Burke, 810 B. Avon 
road, Rocnester 2-3956. 


Red overstuffed davenport and 
chair to match. Henry Gebert, 
Route 1, Box 35, 280 Dequindre 





ROCHESTER Telephene 2-9431 
OXFORD Telephone 360 
WASHINGTON Telephone 3221 
NORTHVILLE Telephene 30 


road, Rochester. 





| 





FRONT cover of the Country Exchange. 
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| i Vhite «namel 3 burner ofl stove | fen year old saddle horse. Well- 
F ‘@) R S A L E W A N T E D iDo You Have Any- F 2) R S A L E Leesadl ee oven. Lucas./ mannered and gentle. Keith Cur- 
i sfore . a 
1935 Chevrolet deluxe coach Good | Calves. one day to one month old Furniture, farm machinery car Old wooden bed and springs lis, 77 East Burdick street, Ox- 
tires New batters Has heater| Prefer Holsteins Purhams or] jothes or livestock sou want to Metal bed without springs. Camp SS ford 
. Herefordss Mrs Kuth H . a ene oat eH 9981 Tewell rag Jas 
and radio. 128 Common street. | Herre ne Tey ame | Sel? Stop in at NOWELS LUM ee gag, NAH toad. Washing: |rwoplate electric burner. Albert ———___ 
Rear Macs Diner Walled Lake}; yons 49°6 BER VARD and we'll be glad to Urady. 1171 School road, Roches- 
‘9 piace 2 ree of tm yeu'te thle - ter 7848, Aberdeen Angus Bulle. Weal veal 
Seiasiailineniniiataien monthly bulletin, Or oil us a Arc Heat lamp. $540. #28 Com — dairy herds. Ready for service and 
Good vsed tractor, plevs aud} oct card telling os what you mon street. Rear Mav's Diner. 5 priced reasonable. Great Oak 
McCormick grain binder. Reason-| cultivator Mrs  ftuth Havert| yave to sell Youll tind NOWELS Walled Lake 69 wo Winter coats, one brown. two! Stock Farnis, Rochester 9841. P 
able. Charles Myers $291 27 Mile} Route | Northville Tel South) pea peR aed COAL CO yards “yet eet ek ba gore 
: 4 Lyone 49 ws . ‘ \. ay Tatt, 4291 Jevell road, Was! = 
rewd. % mile East of Davix ’ se conveniently facated in Washing os : Ee ington ‘WSR 
- ad it of point electric iron pert Ga = 
-—— ae Nc Northville end Koch Braly 171 School road. Roches-] 19382 Ford Model LB. Two door per eaag thse eo a Mes. 
este : . S20 4 road, 
One 69 gallon iran kettle Two] Small tractor to cultivate 5 acres ter 7848. Lucas, Oxford 490-F5 Rochester 2-2307 
50 gallon oil drums Harvey Korff.| Wi! Pay up to $50000. Leonza se — Sa alr at 
653 Romeo street. Rochester 3251 | ,/Pton- 6831 26 Mile road Wash 
€ ne neton 3798 Marble top pedestal thle. Mra Brand aew Corona Sterling por 
—--—— — Win Watch, 1201 Dequindre road yest ga gts se J Ww AN INSULATION FOR 
oa whley 790 John tocheste: 
Sixteen months old bull. MiKINE| Gia. tener pake mo 1792 fas i: EVERY PURPOSE 
short horn Bangs tested. Mrs. F an kM 
Peter Vallentgoed, 3000 Washing |''Ted “agon and flat rack rs a a 
ton road, 2 miles west of Wash | Ruth Hanert Toute |! Northville ‘ ZONOLITE 
ington es aoe te knees 12 inch bottom plow for tractor Home Comfort Range Good con T full sidewall nd atti m1 : 
PN | W ©. DeLong, 10175 Fiench road dition Lawrence Gringell, Oxford ee ae wile —- : 
Three-Purpose Varnish | _ F $1.30perbag <h5 
Save Money aan 
wood wor) 
FE SWE | BETES | on oes ts 9m rs une meng cox [LOOSE WOOL 
Wi H fies and protects + sat ie ones Oe Holts 16 quart or 25 pint jars |For ceiling insulation or packliig Into email 
resists chipping ; bier. z Mr Hazen Briggs 2549 Hickory places 
| ee third sircet’ [tochester “9 it Rochester 2.1771 y 
| en, $1.8E sovwinaeet $1.30 per bag 
| Per @ . — —————— 
| ‘leects'¢ Stove Laie pre 
A Semen wie WiLLiams | red Gionford Meier 4G Wil Blanket and Batt 
. aes > 1993 - 
Yer MAR-NOT ox road, Rocheste; 21193 J | Insulation 
and long after—with SWP sss weet ieee | Light weight, Easy to apply 
Its remarkable ease of appli | 
tremendous covering powers P 
save paint. Its well-known dura- We have a complete stock of smooth Cc f rs 8 10 d 
; surface roll roofing and slate surf: i aro . an 
bility saves your $5 39 A 7 open 
home from decay, . | c «lt roofing. Ask your NOWELS dealer for a 
Per Gal. | abe Sot ——— ES free estimate on your ‘re-reofl bleme. H H H 
expensive repaire. PET Gal. Fh y ma pre 12 inch wide White 
- Seanwin-WiLLiIAMs a Vr aca 220 |b. thick butt Asphalt shingles 
ve’ 2a ° 
HOUSE ras (mary 4 Pine Board 
SWP Paint $2.25 per bundle '. 
wie £ 
. ° 
Washington - Oxtord NMOwels Lumber and Coal Cog Rochester - Northville 











circular free of charge. 











INSIDE pages of the Country Exchange showing how Nowels Lumber company spreads its display 
advertising among the classified advertising that anyone in the community may have published in the 


The name of the company in large type at the bottom leaves no doubt as 


to who has sent out this advertising piece. 
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Every claim made for the Heatilator Fire- 
place has been proved in thousands of 
homes and camps— under all conditions of 
use and climate—in all parts of the United 
States and Canada. 


That’s why the Heatilator is America’s leading 
fireplace unit, and why it has proved itself easier to 
sell in thousands of dealers’ salesrooms. Home 
builders buy the Heatilator with confidence because 
of its name, its record, and its simplicity, durability 
and economy. 


Your selling job is more than half done when you 
say, ‘‘This is a Heatilator Fireplace .. . proved all 
over America.’”’ And you are selling an item that 
will bring you customer good will, and a reputation 
for handling proved, dependable merchandise. 


Write today for complete dealer information to 


HEATILATOR, INC. 
4412 East Brighton Ave., Syracuse 5, N. Y. 


*Heatilator is the registered trade mark of Heatilator, Inc. 


Circulates Heat . . . Will Not Smoke 


~«=HEATILATOR FIREPLACE 


T.M. REG. U.S. PAT. OFF. 





SUILDING Propucts MERCHANDISER 










I. Study the Problem 


RICE COMPETITION is the 
normal thing in a peace-time 


buyer’s market. It is a healthy 
thing too! Price competition is one 
of the phenomenon that keeps pri- 
vate enterprise free. It is pri- 
marily responsible for the indus- 
trial efficiency of our country. It 
has enabled American business to 
continuously deliver to the public 
more and better goods for less 
money. It keeps our § selling 
muscles lean and fit. 

Thrifty people always question 
price in a buyer’s market. 

All signs now point to the fact 
that the seller’s market is about 
over and that price competition 
will soon again be a vital problem 
in retail profits. 

That we are going to have to 
“sell” price as well as goods is cer- 
tain. The trend is apparent in 
such fields as textiles, appliances, 
tires, ete. 


Price competition is an especially 
serious problem in the retailing of 
lumber and building products be- 
cause many buyers make a practice 
of “shopping” identical material 
lists among several dealers in an 
effort to beat the price down. This 


Handling Price Competition 





Ten Ways to Make YOUR Price Stand Up! 





often gives an inexperienced and 
timid salesman a price complex 
that handicaps his sales efficiency. 

There are just six reasons why 
a competitor will offer a price low- 
er than yours: (1) he is able to 
buy cheaper, (2) he can operate at 
lower cost, (3) he is willing to do 
business at less net profit, (4) he 
is ignorant of his real costs, (5) he 
made a mistake in his computations, 
or (6) he is figuring on different 
specifications. 

The last three are far more prev- 
alent than the first three. In fact, 
ignorance of costs is the No. 1 rea- 
son for “cut” prices. 


II. Know the Ingredients of Price 


This problem should be consid- 
ered from two viewpoints. That 
of your company and that of your 
customer. 

From your company’s viewpoint, 
price is made up of four elements: 
costs of goods, cost of operating, 
cost of selling and net profit. 

As your customer sees your price 
it contains the following ingredi- 
ents: (a) The physical things (and 
their benefits) you are selling, (b) 
the service your company will ren- 
der with the sale, (c) your person- 


ality and attitude, (d) the service 
you render as a salesman, (e) the 
responsibility and dependability of 
yourself and your company, (f) 
your service after the sale, and (g) 
your “plus” values or differences 
between your company and your 
competitor. 

Therefore any salesman’s belief 
that there is ever an exact bases 
for price comparison is a complex 
rather than reality. The ingredi- 
ents of competitive prices are never 
exactly the same. 


III. Have the Right Mental 
Attitude Toward Price 

The successful salesman has com- 
plete confidence that his company’s 
price is always right, whether it 
happens to be higher or lower than 
others. 

You should believe implicitly 
that no one else can provide all that 
your company is providing in prod- 
uct, service and responsibility for 
the money than you are asking. 

You should be aware that your 
price contains a net profit for your 
company and be proud of it. With- 
out that profit you have no job 
and sooner or later your company 
is out of business. 

You should be confident that both 





when you cut the market price. 





These tables tell an important story. 


WHAT IT COSTS TO CUT PRICES 


Price cutting is nothing more nor less than chiselling, an impractical substitute for thorough selling. 
poor substitute it is is shown on this chart. 
The following tables reflect the effect of price cuts of five, 10 and 15 percent on mark-ups and show the increase 
in volume necessary to recover the gross profit lost when prices are cut: 


What it costs when your mark-up is 25 percent: 


Price Quantity Cost Price Selling Price Mark-Up 
Cut F.B.M. M.F.B.M. M.F.B.M. On Cost 
Market 10,000 $60.00 $75.00 25.0% 
5% 10,000 60.00 71.25 18.7% 
10% 10,000 60.00 67.50 12.5% 
15% 10,000 60.00 63.75 6.2% 
What it costs when your mark-up is 33 1/3 percent: 
Market 10,000 $60.00 $80.00 33.3% 
5% 10,000 60.00 75.96 26.6% 
10% 10,000 60.00 72.00 20.0% 
15% 10,000 60.00 68.00 13.3% 
What it costs when your mark-up is 40 percent: 
Market 10,000 $60.00 $84.00 40.0% 
5% 10,000 60.00 79.80 33.0% 
10% 10,000 60.00 75.60 26.0% 
15% 10,000 60.00 71.40 19.0% 


Just what a 





Gross Increase in 
Profit Volume Required 
$150.00 Market 
112.50 33.3% 
75.00 100.0% 
37.50 300.0% | 
; 
| 
$200.00 Market | 
159.60 25.0% 
120.00 66.6% | 
80.00 150.0% | 
} 
} 
$240.00 Market | 
198.00 21.0% | 
156.00 53.9% 
114.00 110.5% 


Study them carefully and watch what happens to your mark-up on cost 
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OU just can’t beat the LOGGERS DREAM for 
getting out hard-to-get-at-logs. Its ¥ inch 
steel cable goes out 800 feet and pulls them 


in, big and little alike, over the roughest terrain, 
through the boggiest marshes, through thick woods 


* FOR E ASIER Relelej inte and across creeks and streams, quickly and easily. 


You can bunch and load more footage per man-hour 
at a lower cost per log too, with the LOGGERS 


es F A S T ER imey:\ Dp) l N G DREAM. To you this means less waste timber, more 
production—greater profits. Yes sir, the LOGGERS 
* BIGGER PROFITS 


DREAM is a real go-getter. 











Check these features .... then mail the coupon 


Bunches from any direction up Q Quick selective stacking and @ Travels at truck. speeds on 


to 800 feet. loading. highways. 


Handles easily in rough or. (5) Quick and easy to set up anc Oo Useful for heavy lifting and 
marshy terrain. . take down. towing. 

i : ‘ We're ready to make immed- 
Sond and begs ‘pees Permits greater safety in load- © iate deliveries. Mail the cou- 

; ~_— pon for compiete information 355 


TAYLOR MACHINE WORKS 
LOUISVILLE, MISSISSIPPI 


GENTLEMEN: 


Send complete information about LOGGERS DREAM at no 
obligation to me. 


NAME.._ 





HOME OFFICE & FACTORY 
LOUISVILLE, ISSISSIPPE 


CITY 
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REDUCE YOUR 
OFFICE DETAIL 


WITH 
™ C)ricinat DHNER 


HANDY CALCULATOR 














Calculate Board Feet Quicker 
Figure Invoices Faster 

Compute Costs Easier 
Determine Selling Prices in Jiffy 


Ascertain Profits Promptly 


Does every kind of figuring faster, easier, 
cheaper, more accurately. 


Lowest cost, most efficient calculator on 


market. Simple to operate. Entirely 
portable. 


Immediate Delivery 


Ask for Bulletin PP-123 


IVAN SORVALL 


210 Fifth Ave., New York 10, N. Y. 








IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 











Power Falling of Craig Mountain Pine 


Modern Equipment 


Craig Mountain believes in up-to- 
date equipment. A plant-wide pro- 
gram of modernization and improve- 
ment has been carried on during the 
past two years. Because Craig Moun- 
tain facilities are modern Craig 
Mountain manufacture is unexcelled. 


Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 
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your price and the net profit it in- 
cludes are morally, ethically and 
economically right—vneither too 
high nor too low. 

Don’t mentally anticipate price 
competition! A research study 
made just before the war found 
that only 15 bills of material were 
actually in competition out of each 
hundred lists that dealers thought 
were involved in price competition. 
It was the opinion of the investi- 
gators that 60 to 75 percent of 
price cutting to get sales volume 
was unnecessary. 


IV. Don’t Fumble the Ball 

Price competition is like vicious 
blocking and tackling in a football 
game. Unless the salesman hangs 
onto the price ball determinedly, 
the chiseler may knock the ball 
from his hands and take the play 
away from him. 

Every salesman should be keenly 
aware of what it means either to 
lose the sale to a competitive price 
or to cut your company’s price to 
make the sale. 

In either event the thin margin 
of net profit in the sale is prob- 
ably lost (see chart “What it 
means to cut a price’’). 

But you lose something more im- 
portant than profit. To the sensi- 
tive salesman there is a loss of 
self-respect. You feel like the 
player who has fumbled the ball on 
the opponents one yard line. 

Your friends seldom seek a com- 
petitive price when they buy from 
you. Are you going to favor the 
chiseler against the friendly cus- 
tomer and make the latter pay 
more for what he buys from you? 

You should take a special pride 
in collecting a fair profit from the 
price buyer. It’s like making a 90 
yard run for a touch-down! 


V. Quote the Price Tactfully 


There is always a right time to 
quote the price during a sale. 

It is sometime between the pres- 
entation of your proposal and the 
try for the close. 

It is well to plant the price fairly 
early so that it may be a familiar 
thing, but not before some of the 
strongest sales points have been 
covered. 

The salesman rather than the 
buyer should decide when to quote 
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the price. If your customer asks 
the direct question you can put hin 
off temporarily by saying, “That 
depends,” — “Let me first tell you 
what I have in mind.”’ 

When you do quote, always break 
the price down into its simplest 
terms. If the price is under $60, 
a good plan is to say—“Why this 
product will only cost you ‘XX’ 
cents a day for ‘X’ number of 
days.” If the price of the product 
is over $60, it will materially re- 
duce price resistance if you quote 
on a monthly payment basis. 

It is always easier to reduce the 
financed price for cash than to 
build an installment payment dea! 
after you have quoted the cash 
price. 


VI. Make Your Physical Presenta- 
tion Attractive 


Your selling tools and presenta- 
tion material are a vital part in 
sustaining a profitable price. . If 
your literature, catalogues, con- 
tract forms, etc., are neat, attrac- 
tive, colorful and efficient they will 
inspire confidence in your price in 
the buyer’s mind. 

Some salesmen even use their 
estimating guides and price lists 
effectively in presenting the price. 
Consumers usually have more con- 
fidence in a formally printed price. 

Quoting the price while the cus- 
tomer is handling the product— 
(like a shingle in a roof sale); or 
inspecting it in a display (like a 
kitchen cabinet); or actually using 
it as he ultimately will (like walk- 
ing on a demonstration hardwood 
floor), is an effective way to make 
the price stand up. 

Manufacturers’ guarantees and 
quality statements about their 
products may also be used effec- 
tively to back up the price. Cleve! 
packaging and well displayed branc 
names are extremely helpful, too. 

A salesman who has a full equip- 
ment of helpful sales tools and in 
struments has a better chance t: 
make the price stand up. 


VII. Sell the Attractiveness o 
Your Price 

In every instance when creati\ 

selling rather than simple orde) 

taking is involved, it is necessar 

to make the benefits to the cu: 
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t.mer outweigh the price that is 
a-ked. You must justify the price 
in the buyer’s mind. 

\ planned presentation which 
| hammer home the physical and 
» otional satisfactions the buyer 
will receive with the purchase can 
, an suecess in holding the price 
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line. 
(he winning salesman will pre- 
“0m pare a buyer’s “yard-stick” in 
hin which every important sales point 
hat , is checked off item by item as it is 
an made. You will use both positive 
> and negative selling. You will pa- 
“nee rade comfort, convenience, econ- 
on omy, beauty, pride of ownership, 
560, monetary gain, contentment, ful- 
this fillment, etc., in a glittering array 
KX’ of convincing proofs. 
of On the other hand you will tact- 
luct fully sow the seeds of dissatisfac- 
- tion, making such telling points as 
Lote > the worry, inconvenience, losses, 
> ugliness and waste, etc., the buyer 
the I will suffer through failure to buy 
to 19 from you. 
leal You will point out the after-sale 
ash services you will render and con- 
trast what the buyer might expect 
nta- from a less conscientious and 
painstaking source, 
You should study every possible 
nta- method of making the price a con- 
in structive force in the sale instead 
I of a drawback. Plant the price 
-On- among the other benefits the cus- 
rac- tomer is going to get out of the 
will sale and make it the most attrac- 
> In tive benefit of all. 
heir VIII. Met the “Cut” Price Head-On 
ists If your customer tells you he has 
‘1Ce. » a lower price than yours, he has 
con- one of three things in mind: (a) 
‘1Ce. he really has a lower price but he 
CUS- wants to buy from you and is seek- 
ot— ing reasons why he should pay you 


; or (7) a higher price; (b) he is bluffing 


ea in attempt to chisel your profit; or 
sng (c) he is telling what to him is a 
alk- White lie in order to see if you 
rood will weaken. 
lake it is important for you to spar 
until you determine the truth of 
and j the matter. Tactfully expressed 
heir > u»belief on your part will uncover 
Tec some revealing statement that will 
vel tel: the real situation. 
an f you feel he is bluffing, retell 
oO. your sales story in more enthusi- 
ulp aic and convincing terms and try 
in ® avain for the close. 


> t if you find the buyer actually has 
« lower price, take the offensive 
inimediately. Pin down the exact 
cification, the terms, and all the 
c.her ingredients of the price. It 

tiv 's your job to find the “nigger-in- 
de! e-woodpile” of the lower price. 





say ere is always one there! 
eu: Make the buyer admit that no 
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£ “RUST OR CORRODE? No sir, 

not LUMITE quality insect 
screen cloth! Weathering tests and 
laboratory tests both prove it’s posi- 


tively rustproof, corrosion-proof!” 


2 “AND DOES IT LAST! In 6 dif- 
ferent tests for durability— 
made by an independent engineer- 
ing organization—LUMITE’s basic ma- 


terial, Dow’s Saran, won top rating.” 


> “GUARANTEED NOT TO STAIN. 
In 4 years’ exposure to all 
kinds of climate, LUMITE has never 


9 99 


caused staining or ‘bleeding’. 


LUMITE 


FOR BIGGER LUMITE SALES 


‘* “NEVER NEEDS PAINTING. Be- 
cause LUMITE is unaffected by 


salt air, rain, sun, heat or cold, it 
needs no protective coating of any 
kind—never loses its initial beauty.” 
* “LUMITE WON'T DENT OR 

BULGE. Even 42,300 blows of 


a 5-pound weight couldn’t hurt it. 
With filament diameter of .015”, its 





impact strength exceeds metal!” 


MR. DEALER ... ask your wholesaler 


for LUMITE’S 5 free sales aids— 


framed screen, swatch samples, win- 
dow streamers, folders, ad mats. 


DIVISION 


Chicovee Manufacturing Corp., 47 Worth Street, New York 13, N. Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 




















matter how low priced a commod- 
ity, someone can always make it 
cheaper and sell it for less. He 
will probably admit too that we 
rarely get more than .we pay for. 
(As a matter of fact research 
shows that 19 out of 20 people who 
buy from chislers in this industry 
are sorry afterwards. With a little 
research you can confirm this in 
your own market and you will have 
a powerful price-sustaining tool.) 


Discuss the multiplicty of grades 
and qualities in the various materi- 
als in a light construction project 
and point out how any price quoted 
depends on specifications details 
that only an expert can master. 


Capitalize on a buyer’s normal 
fear of a chiselled price. 


The less the buyer knows about 
the details of what he is buying, 
the greater is his fear. And most 
buyers know little about building 
packages which are constructed 
after the sale. In cases where you 
have real tough jerry-building com- 
petition show contrasting pictures 
of good and poor construction. 
Make the statement that “the cards 
are stacked against you when you 
buy the unknown.” If you can 
point out some bad experiences suf- 
fered by customers who bought on 
price and got only what they paid 
for, by all means use them. 


If you are convinced that you 
have an unscrupulous jerry-build- 
ing competitor, do not hesitate to 
use the chart on this page. 


Use statements such as the fol- 
lowing in substantiating your 
arguments: 


“The high cost of cheap con- 
struction is a luxury that only the 
wealthy can afford and in which 
only the ignorant will indulge.” 


“Nine-tenths of the house may 
be perfectly satisfactory but the 
fact that the remaining one-tenth 
is wholly unsatisfactory destroys 
much of the value of the whole.” 


“The average home builder 
seems to cling tenaciously to the 
idea that it is smart cards for him 
to play both ends against the mid- 
dle in order to get bidders pitted 
against each other and in this way 
obtain lower quotations which he 
erroneously looks upon ‘saving 
money.’ ”’ 


“There can only be one result 
when such a procedure is followed 
and that is shoddy construction or 
unsatisfactory building practices 
which eventually cost the home 
owner many many dollars more 
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stead of 16 inches. 


$8,000 house by such practices! 
F 





Twenty-five ways that chisellers cheat home buyers and home remod- 
elers who are not acquainted with good construction: 


They use cheap roofing that will wear out in a few years. 

They use an inferior grade of lumber. 

They skimp materials (using three nails where five should go, etc.) 
They skimp construction (spacing joints and studdying 24 inches ‘in- 


They leave out certain vital items (briding and bracing.) 
They use lightweight felt and paper. 

They use erroneous specification terms. 

They use undersize window and door frames. 

They skimp the thickness of the plaster. 

They use plaster bases that cause cracks. 

They use flat grain instead of quarter sawed flooring. 
They use low-grade siding with improper or no backing. 
They use inferior paints and put two coats where three should go. 
They use soft wood where hardwood should be applied. 
They cheat on the thickness of insulation. 

They have too few electrical outlets. 

They use the inferior gauge of electrical wiring. 

They use lightweight pipe and fittings. 

They install undersize inferior furnaces. 

They use antiquated plumbing designs. 

They use second-grade hardware. 

They do not provide termite protection. 

They use obsolete heating equipment. 

They leave kitchen and bathroom walls unprotected. 
They cheat on the decorative materials and specifications. 


As much as 20 percent can be chiselled from the right price of an 


— 








than the so-called ‘saving’ which 
resulted from competitive bidding.” 


“The fact that most home owners 
do not ‘have the slightest knowledge 
of sound construction practices and 
are without professional guidance 
is, of course, the main reason for 
this costly blunder. They think 
only of the first cost, repenting 
their folly at leisure when the re- 
pairing and maintenance bills roll 
in.” 

“What is more hopeless than to 
expect a good job from a poorly- 
trained worker or an incompetent 
builder.” 


If you are convinced that the 
buyer is mistaken, misinformed, or 
deliberately misrepresenting, you 
may find this closing technique 
justified: Change the specifications 
instead of the price. There are 
scores of ways, as you know, to 
figure grades of quality of both 
labor and materials, and it should 
not be difficult with your knowl- 
edge of the industry to think faster 
than the buyer who is trying to 
take advantage of you. 


Always remember that you can- 
not sell everything to everybody. 
But that superior salesmanship will 
win in eight cases out of 10. 


The one best way to handle price 
competition on a material list is to 
include labor with the materials in 
a “package price.” That is the 
way the buyer usually prefers to 
buy anyway. By figuring and quot- 
ing a package price you always 
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take the role out of direct price 
competition because no two pack- 
ages of construction are ever ex- 
actly alike. 


IX. Learn Your Cut Price 
Competitor’s Position 


The competitor who has offered 
your customers a lower-than-fair 
price is in one of three positions 
—he is using price to get sales vol- 
ume; he is ignorant of his costs, or 
he has made a mistake in comput- 
ing his price. 


There are laws against discuss- 
ing specific selling price with com- 
petitors and the breaking of them 
should be assiduously avoided. 


However, if the competitor is 
grossly ignorant of costs, there is 
nothing illegal about discussing the 
cost of doing business among com- 
petitors. 


And if your competitor has ma:e 
a gross mistake you may save him 
a serious loss—and yourself the 
sale—by suggesting a re-check of 
his recent computations. 


If your competitor is a mail or- 
der house, or cooperative, point cut 
to your prospective customer that 
they do not pay local taxes, are not 
contributors to local community |ife 
and often remove profits from ‘he 
community to be invested else- 
where. 


Usually you can divert a mail or- 
der purchase if you get to the cus- 
(Continued on Page 86) 
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/ Buying Guidance for Increased Profits in... 
LUMBER AND BUILDING SUPPLIES 


including ALL SPECIES OF LUMBER, BUILDING MATERIALS, MILLWORK, 
CLAY PRODUCTS, INSULATION, Etc. 


to the distributing hades 





BIDDLE PURCHASING COMPANY 


280 BROADWAY «+ + NEW YORK 8, N.Y. 


OTHER SERVICE OFFIC E S — Baltimore, Chicago, Meridian (Miss.) Pittsburgh, San Francisco, Seattle (Wash.) 


Alia an Important National Market for Suppliers 























It takes all kinds of hardware to hold a home together, and the 
most important of these is door hardware. Here, Barrows does 
the job beautifully—in appearance . . . in function... with a 
range of authentic designs to fit all interior and exterior appli- 
cations. Every Barrows piece is made with precision, for easy, 
speedy installation . . . for quiet, efficient operation. Today, 
more people than ever .. . Bank on Barrows. 
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Residential Dollar Volume Increasing 


Slightly in 1948 


Thomas S. Holden, president, Dodge corporation, forecasts construction 
picture for next year at Construction Industry Advisory council session 
in Washington D. C. National Gypsum company president emphasizes 
need for industry-wide public relations program to restore confidence. 


“THE CONSTRUCTION picture 

as it is today and a forecast 
for next year was outlined by 
speakers at the Construction In- 
dustry Advisory council meeting of 
the U. S. Chamber of Commerce 
in Washington, D. C., Nov. 19-20. 


Productivity was examined by 
spokesmen for management and la- 
bor; the materials and research sit- 
uation was highlighted; the Indus- 
try-Engineered homes program was 
set forth; and the foreign outlook 
discussed by a representative of 
the State Department. 


Thomas S. Holden, president, F. 
W. Dodge corporation, speaking on 
The Year Ahead, declared that the 
accumulated demands for peacetime 
consumer goods have exhausted all 
but a slight margin of raw materi- 
als and manpower available for 
plant expansion and productive fa- 
cilities. 

He said that Dodge’s estimates 
of 1948 construction indicate mod- 
erate increases over 1947. For res- 
idential building, a four percent in- 
crease in dollar volume is predicted. 
Included in this overall residential 
building estimate is an estimated 
14 percent increase in contracts 
for apartment buildings, hotels and 
dormitories; also a one percent in- 
crease in dollar volume in one and 
two-story houses. 


NEW STARTS INCREASE 


SINGLE-family houses, added 
Mr. Holden, are more likely to be 
adversely affected by further cost 
increases than other important 
categories of building. The increase 
in the number of new dwelling 
units to be started during the year 
is estimated at three percent. 

A nine percent increase is esti- 
mated for non-residential building. 
The Dodge corporation, said Mr. 
Holden, estimates a 14 percent de- 
cline in dollar volume of manufac- 
turing buildings and increased con- 
tract volume for commercial build- 
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ings and various classes of public 
and institutional building. 

Turning to construction costs, 
Mr. Holden said they are no worse, 
relatively, than other prices boosted 
by inflation. On Nov. 1, wholesale 
prices of all commodities were 104 
percent over the 1939 average; 
farm products had advanced 187 
percent; foods, 147 percent; build- 
ing materials, 105 percent. 

“The cost of shelter,’ empha- 
sized Mr. Holden, “has not risen as 
much as the cost of food, nor as 
much as the average American in- 
come which is 109 percent greater 
in 1946 than in 1940.” 


Public confidence in the construc- 
tion industry is at a low ebb, de- 
clared Melvin H. Baker, president 
of the National Gypsum company, 
in his speech, Are We Keeping the 
Public Informed? 

“Public relations of this indus- 
try never have been worse than 
they are today,” declared Mr. 
Baker, blaming the loss of public 
confidence on a series of beliefs 
which are basically untrue. Spe- 
cifically, the general belief that the 
industry has been selfish and has 
been working against the public in- 
terest in its opposition to legisla- 
tive measures like the T-E-W bill 
and the Veterans Emergency Hous- 
ing act; that manufacturers, build- 
ers and real estate owners are prof- 
iteering at the expense of the pub- 
lic; that the industry is obsolete 
and inefficient in its methods and 
is making no effort to improve its 
condition. 


MUST RESTORE CONFIDENCE 


“PUBLIC confidence in the con- 
struction industry must be restored 
and increased,” added Mr. Baker, 
“before the industry can enjoy its 
potential market.” 


He urged the audience to tell the 
industry story of product improve- 
ment, new household equipment 
and better lighting, heating, plum- 
bing and acoustical control—all 


available for the low-income family, 
The story of labor costs and code 
restrictions should also be told. 

Despite double wages and code 
restrictions, the 1947 home is up 
less than 90 percent over 1940, 
said Mr. Baker, urging the indus- 
try to formulate a_ constructive 
public relations program based on 
fact. He suggested that such or- 
ganizations as the National Asso- 
ciation of Manufacturers, the Pro- 
ducers’ council and the Industry 
Advisory council merge _ their 
efforts for such a program. 

H. R. Northup, secretary-man- 
ager, National Retail Lumber 
Dealers association, outlined the 


dealer program of nation-wide pro- | 
motion of the I-E home as one def: | 


inite step by the industry to combat 


false propaganda about the build- | 


ing industry and at the same time 
meet the current demand for qual- 
ity homes at lower cost. 

Robert A. Jones, executive direc- 
tor, Middle Atlantic Lumbermen’s 
association, was chairman of the 
panel on the I-E home. Other 
members of the panel were Edward 
R. Carr, president, National Asso- 
ciation of Home Builders; A. Gor- 
don Lorimer, technical advisor to 
the Producers’ council, who adapted 
the modular principle to the I-E 
house designs; David S. Miller, 
president, the Producers’ council, 
and Walter A. Taylor, director, ed- 
ucation and research, American 
Institute of Architects. 

Robert W. McChesney, president 
of the National Electrical Contrac- 
tors association, said the price of 
new homes is levelling off. Ie 
pointed to the reduction in comp!|e- 
tion time from 11 months to five 
months, on the average, as one rva- 
son. There is a reasonable pr°s- 
pect that the cost of construction 
will become stabilized if current 
conditions prevail. However, tis 
stabilization, will be on a level per- 
manently higher than _ prevailed 
before the war if past experience 
is any criterion. 
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apied Zonolite Brand Vermiculite Plaster Aggregate in 
2 EK place of sand. And progressive lumber dealers are 
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cashing in on this great trend. Plasterers prefer 
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sists Cracking and Chipping. 


BIG DEMAND FROM PLASTERERS 
FOR THIS LIGHT WEIGHT AGGREGATE 








overload floors. Weighs only 1/15th as muchas sand. 
And it is more than just plaster... it is insulating 
plaster . . . insulates against cold, heat and fire. 

If you are not now stocking Zonolite Brand Ver- 
miculite Plaster Aggregate, send the coupon today 


” ¥ always easy to use ... can be mixed right on the job for full details. Start NOW to cash-in on this fast- 
rican fF y y 8 J 
% anywhere. It is light weight...easy to handle...won’t growing market. 
| 
ntrace NIVER § Universal Zonolite Insulation Co. iy 
ce of U ERSAL 1 Dept. AL-127, 135 S. LaSalle Street : 
le ZONOLITE 1 Chicago 3, Illinois ! 
1 | . 
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Letters 


OMMUNICATION is the 
transfer of thoughts, ideas, 
ideals and emotions between peo- 
ple. The business letter is an im- 
portant form of communication. 
The ability to write a good busi- 
ness letter has a vital bearing on 
the success of a lumber and build- 
ing products merchant. 


To be able to create the right 
impression and cause the reader of 
your letter to react in the way you 
desire is no small accomplishment. 
It is an ability that is acquired only 
by a study of the role of the letter 
in communication and an under- 
standing of the psychology of the 
reader. 


Since the dawn of history, man 
has communicated with his kind in 
seven ways—through rhythm, by 
symbols, with pictures, by speech, 
through the written word, by ges- 
tures and occasionally by intuition 
(telepathy). Of all these, the 
spoken word and pictures are the 
two most effective. The Chinese 
have a saying that “a picture is 
worth ten thousand words.” But, 
in the final analysis, speech is prob- 
ably the most effective because it 
employs the sense of hearing, the 
sense of sight and the transmission 
of personality. 


Readers of written material can- 
not see the smile, hear the inflec- 
tion or feel the emotion of person- 
to-person - communication. While 
personal contact, therefore, will al- 
ways be the most effective form of 
communication, good writing is the 
next best substitute for effective 
speech. 

The written word approximates 
the spoken in significance only 
when it is able to transmit the 
sender’s personality as well as his 
thought. Before the advent of 
methods to project voice by tele- 
phone, radio and television, letters 
were the most effective means of 
personal communication over land 
and water. The Christian religion, 
for example, was perpetuated for 
generations through the epistles 
(letters) of the Apostles to the 
churches in the various regions of 
the known world. 

Modern business requires many 
forms of written communication, 
including letters, reports, manuals, 
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Producing Better 








IN A SERIES OF- MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 











orders, 
Of 
all these, the building products 
merchant is weakest in the field of 
letter writing. Many dealers are 
careless about their correspond- 
ence. This is caused, no doubt, by 
the ease and frequency of personal 
contact between a retailer and his 
customers. 

Today, however, retailing ever 
increasingly employs the written 
word, particularly letters, as a 
means of communication between a 
merchant and his prospects, cus- 
tomers, suppliers and others. To 
improve the effectiveness of his 
business letters should be an ob- 
jective of every forward thinking 
dealer. 


instructions, 


memoranda, 
specifications, catalogues, ete. 


I. PREPARATION 


IN BUILDING a letter or other 
important bit of creative business 
writing, thorough preparation will 
assure better performance. These 
are the steps: 

Think of what you want to ac- 
complish—in detail. 

Aim to secure the verdict 
“there’s a swell outfit to deal with” 
when the reader has finished what 
you have written. 

Clearly state the purpose of what 
you are writing. What action do 
you want taken? What emotion 
aroused? What belief had? 

Organize all pertinent facts and 
ideas, in logical sequence. 

Relax—set your mood to your 


purpose. Become hospitable, serv- 
ice-minded, cheerful and eager to 
please. 

Visualize the individual you are 
addressing. (Even a circular let- 
ter should be conceived with a per- 
son in mind who typifies the group 
addressed. ) 

Transport yourself to the en- 
vironment of the reader. Get on 
his side of the table. Mentally sit 
down with him. 

Picture the attitude or mood you 
wish to evoke in your correspond- 
ent. 

Pitch your thinking and expres- 
sion to his level—but never write 
down to anyone. (The highest in- 
tellects appreciate simple, clear 
writing.) 

List the mental obstacles and re- 
sistances you may have to over- 
come. 

Outline what is necessary to say 
to accomplish your purpose. 

Resolve that what you are writ- 
ing is the most important thing 
you have to do at the moment. 


ll. COMPOSITION 


FOURTEEN steps in composing 
an effective letter: 


1. Try for the effect of talking. 
The nearer you can come to it 
the better. 

Strive to inject your personal- 

ity into the writing. 

3. Plan to get a series of Yeses 
paragraph by paragraph as 
you would in a verbal sale. 

4. Get to the point quickly. Illus- 
trate points with “for in- 
stances.” 

5. Tune in on the reader’s inter- 
est. When he receives your 
communication he _ will be 
walking down the road of his 
self-interest. Get into step 
with him in your first sentence. 

6. Try to get a “you” and to 
avoid “I” or “we’’ in the first 
paragraph of any _ business 
writing you do. 

7. Remember that what is new— 


bo 





Here are some simple methods for improving your business 
correspondence including form letters, collection letters 
and individual letters to people with whom you keep in touch. 
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The inherent ability of all Comet 
Radial Power Saws to cut with sustained 
hi-speed offers superb advantages to all 
owners. These fine power saws pyramid 
profits, reduce costs on every job they 
tackle. They are extremely strong and 
massive in construction. Yet they are so 
perfectly balanced as to respond almost 
to finger-tip pressure. Comet power, pre- 
cision, and endurance offer the builder a 
profit combination too valuable to pass. 
Order from your dealer or write direct. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 
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I DOUBLED 


my truck’s 
earning power 





with a 


ETROIT BAAUTONOTIVE 
Thornton Drive 


“Yes, sir! I really hit a gold mine when I put Thornton 4-Rear 
Wheel Drive on my medium truck! That Thornton Drive has 
made my medium truck into a heavy hauler—a powerful, high 
capacity, rugged 6-wheeler. It has doubled my profits by dou- 
bling my payloads and increasing my performance by nearly 
100%—yet I still have the operating economy and advantages 
of a medium truck! 


“Figure it out yourself. My medium truck had a G. V. W. of 
14,000 pounds. When equipped with a Thornton Drive, that 
same truck has a gross of 30,000 pounds. This additional equip- 
ment increased my body and 
chassis weight by only 78%. 
Therefore, the payload was more 
than doubled. 





“And performance? My Thorn- 
ton Drive, using 3 NoSPIN Dif- 
ferentials*, gives me two driving 
axles, four driving wheels—each 
with powerful, positive, inde- 
pendentdrive. With thatincreased 
traction plusthe Thornton Drive’s 
rugged walking beam springs, I 
can get out of mighty tough places 
—do jobs I’d neverattempt other- 
wise. My performance is 100% 
better both on the road and on 
those rugged off-the-road jobs. 





DETROIT EAAUTOMONYE 


*NoSPIN Differential 
Is a Profit Saver! 





NoSPIN is standard equip tin 
the 2-speed gear case of the 
Thornton Drive, providing posi- 
tive drive to both rear axles and 
eliminating axle fight over any 
terrain. 

When NoSPINs cre also used 
in both driving axles (optional), 
positive drive is provided to all 
four rear wheels. 

NoSPIN Differentials are also 
available for single axle trucks. 


“Yes, sir—any trucker can hit 
the profit jackpot—double his 
earning power—by converting his 
medium equipment to heavy ca- 
pacity, high performance trucks 
with Thornton 4-Wheel Drive!” 


DETROIT ESAUTONOTIVE 


PRODUCTS CORPORATION 
8701 Grinnell Ave. ° 


(Formerly Thornton Tandem Co.) 
SOLD BY TRUCK DEALERS EVERYWHERE 

















Detroit 13, Michigan 
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what is dramatic—and what is 
personal is of special interest. 

8. Make the opening and closing 
paragraphs the most impor- 
tant the first because it 
arouses interest, and the last 
because it asks for the desired 
action. 

9. Build a letter as you would a 
sale by (a) creating a friendly 
attitude, (b) securing a specific 
interest, (c) inducing a con- 
viction of need for action, and 
(d) ask for the order. 

10. Concentrate on the reader’s 
advantage and the benefits to 
him in what you have to pro- 
pose. 

11. In closing not only ask for 
what you want, but suggest 
how, what with and when in 
impelling terms, 

12. Use all the words you need: to 
accomplish your purpose graci- 
ously, but no more. 

13. Review the impact your writ- 
ing will have on the reader’s 
mind and eliminate any nega- 
tive thoughts. 

14. Added expressiveness may be 
had with underlining, capital- 
ization, indentation, dashes, 
parenthesis, etc. 

Next you should make the phys- 
ical instrument (the letterhead) 
worthy of the thought content. 


lil. THE VEHICLE 
GETTING the Most Out of Your 
Letterhead 


Your letterhead is you and your 
company in the presence of the 
reader. From hundreds to tens of 
thousands of favorable, neutral or 
unfavorable impressions are cre- 
ated as mail moves out to your cus- 
tomers day after day. A good let- 
terhead should: 


Be well printed and easy to read. 

Be in good taste—neither too 
elaborate nor too cheap. 

Have paper stock that will last. 

Give address and telephone num- 
ber. 

State the nature of the business. 

Make it easy to reach headquar- 
ters. 

Locate branch offices with their 
telephone numbers. 

Describe the service the business 
renders. 

Sloganize the service if possible 
(“Dependable Building Products”). 

Name trade marks, brands or 
franchises held. 

Give names of all executive per- 
sonnel. 

Record major products (Homes, 
Home Improvements, Farm Build- 
ings, Industrial Lumber, Etc.). 

Feature association member- 
ships. 
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Check your correspondence 
file. 


These expressions are the mark 
of mediocre business letter 
writing: 

"Esteemed favor" 

"In due course” 

"Beg to acknowledge” 

"The undersigned” 

"We shall be happy to” 

"You may rest assured" 

"Wish to state” 

"Pursuant to yours" 

"Beg to remain" 

"With respect to" 

"In connection with" 
"Attached hereto" 











"Instant" "ultimo" 

etc., etc. 

Some good rules in business 
writing : 

Don’t write anything you 


wouldn’t say if you were face to 
face with your correspondent. 

Don’t use any expression you 
would not employ in conversation. 

Every letter should persuade, 
should induce the desired thought 
and action or reaction. 

Every letter or written commu- 
nication should add to the good will 
of your company. 

Cultivate spark, 
vitality. 

Make the layout of the letter at- 
tract concentrated readership. 

Write so that what you say can- 
not be mis-understood. 


sparkle and 


Being personal is a large part of 
injecting personality into a letter. 
Start a rhythm of you and I—but 
always beginning and ending with 
“You.” Most letters are too pre- 
dominantly “we” and “I.” 


Check with the utmost care your 


consideration of your customer and 


his viewpoint. Consideration wil! 
build more customer good will than 
any other single factor. 


You can never be certain as to 
who may read what you have writ- 
ten, therefore, avoid secrets, confi- 
dential deals and anything that 
cannot stand the white light of 
publicity. 

Don’t worry too much about the 
length of a letter. Some thoughts 
and ideas require more support 
than others. 

It is going to be his or her letter 
when it is received—make certain 
it is so when you send it. 

Abraham Lincoln when asked 
how long a man’s legs should be, 
said “Long enough to reach the 
ground.” Each bit of creative writ- 
ing that you do should be long 
enough to do the job it is intended 
to do. Some sales take longer to 
make than others. Some persua- 
sions require more effort than 
others. This is equally true of 
selling through the written word. 


COLLECTION LETTERS 
COLLECTION letters’ differ 
from other letters in one basic re- 
spect—they must be designed to 
(Continued on Page 86) 





Check these things 
for Good Business Writing 


Is it simple and direct? Consid- 
erate? 

Does it cover the subject com- 
pletely? 

Is it amiable and friendly? 

Is it consistent? Factual? 

Does it inspire confidence? 

Does it represent the character of 
your business? 

Does it avoid cliches? 

Is it courteous and tactful? 

Does it compliment the reader? 

Is it filled with the "You" view- 
point? 

Does it remove obstacles? Dissolve 
resistance? 

Is it good humored? Straight for- 
ward? 

Do the sentences average less than 
seventeen words? 

Is it easily understood? Believable? 

Is it persuasive? Sincere? Natural? 





A CHECK LIST FOR APPRAISING YOUR CORRESPONDENCE 


Check these things to 
avoid Bad Business Writing 


Is it long-winded? Dull? 

Is it pompous? Stilted? 

Does it use hackneyed phrases? 
Is it overly clever? 

Does it brag? Is it high-hat? 
Is it foggy and incoherent? 


Does it employ uselessly long and 
complex words? 


Could it be mis-understood? 

Is it over-enthusiastic? 

Promise too much? 

Is it trite and formal? 

Does it show carelessness? 

Is it antagonistic or irritative? 
Anything irrelevant? 

Does it seem unnatural? 

Is it patronizing? Argumentative? 
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| Here is the reason you get Allis-Chalmers Power Units Low costs, plus “tractor-service”’ stamina bring savings 
sked at a lower cost .. . they are mass-produced — along with on every job — portable and stationary. Investigate 
1 be, | engines by the thousands for tough tractor service. As rugged, high-torque A-C Engines. Accessories to fit ap- 
the well as savings, you also benefit from inter-changeability plication. Choice of fuel. Our power engineers will 
ng of parts and other advantages of mass production. gladly help select the correct unit for your needs. 
nded 
im Model B-15.......... 4Cyl., 24 Max. B.HP. at 1500 R.P.M. 
r to | POWER ModelW-25..........4 Cyl., 31.5 Max. B.HP. at 1300 R.P.M. 
rsua- UNAT§ — model u-40.......4 Cyl, 45 Max. B.HP. at 1200 R.P.M. 
than : " Model E-60..........4 Cyl., 74 Max. B.HP. at 1050 R.P.M. : 
e of Five Sizes model 1-90.........6 Cyl., 110 Max. B.HP. at 1050 R.P.M. foe OIVISION ee 
ord. 
liffer 
¢ re- 
d to ; ; 
The Rapid-Roller Conveyor installed at the short order, then it is worth its weight in gold. 
| Forbrush Lumber Company in Hamburg, N. Y. The returns from such an investment are 
! reduced handling time 50%. It eliminated the many. Deliveries are speeded. A greater volume 
" double handling involved in taking the lumber of material is handled. And the Conveyor, after 
, out of freight cars . . . loading it onto motor paying for itself, works for nothing for years 
trucks . . . and finally stacking it in the storage and years. Rapid-Roller (and Rapid-Wheel) 
j areas. Conveyors are versatile . . . made in 5’ and 10’ 
Time is money! And when any piece of lengths, easily assembled into a conveyor line of 
equipment so drastically reduces the time and any length. 
labor involved in the handling of lumber and 
other building materials that it pays for itself in It’s wise to Conveyorize with Rapids - Standard 
Conveyors. Fill in the coupon below and mail 
it today to get complete information. 
Fc PLEASE SHOW ME HOW I CAN HANDLE 
d | | MORE LUMBER AT NO MORE COST | 
n s 
| Name i 
Firm | 
i Address | 
| — | Position | 
| «eal . . —— =e 
— oS OFFICES IN PRINCIPAL CITIES 
STEEL FORGED CASTERS - ae * ph omy + POWER BOOSTERS 
e? ’ 
aa. Sales Div.—Dept. 50, Peoples Nat'] Bk. Bldg., Grand Rapids 2, Mich. 
NG 
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There Still Is Hope! 

HE INTERNATIONAL Col- 

lege of Surgeons was told re- 
cently by a learned doctor that 
patients have been miraculously 
cured of anxieties by a series of 
brain operations. While he made 
no pretense of being able to remove 
the cause of worries, businessmen 
generally might welcome an opera- 
tion which would modify the ac- 
cumulated effects of the scarcity of 
materials and labor, inflation, high 
taxes, international clashes, bureau- 
cratic inefficiency and many other 
things that dog their footsteps by 
day and haunt their dreams by 
night. Seems like more than a 
major operation at the moment. 


* * 


Which reminds us that someone 
once said that worry is a good 
deal like a rocking chair. It gives 
you something to do but never 
gets you anywhere. 


x %* * 

Comforting Thought 
bs UR ECONOMY,” says Pro- 

fessor S. H. Slichter (Har- 
vard), “has the tremendous advan- 
tage of possessing three and a half 
million business enterprises, and 
about six million business enter- 
prises in agriculture. ... Ten mil- 
lion places where experiments may 
be tried, where no further author- 
ity jis needed to authorize an 
experiment. No regimental 
economy can hope to compete in 
dynamic drive with an economy 
which possesses nearly ten million 
independent centers of initiative.’ 


* * 


Our troubles really won’t begin 
until we are able to buy as much 
of everything as we need. Then 
we'll again learn the full meaning 
of price competition. 


* 


Expanding Lines 
BOECKELER Lumber company, 


Wellston, Missouri, has in 
two years become one of the largest 
appliance dealers in the suburban 
area west of St. Louis, according 
to Electrical Merchandising. Fran- 
chises include refrigerators, ranges, 
home freezers. Prewar lines in- 


72 


cluded farm supplies, roofing, lum- 
ber, building supplies, fencing, 
electric water pumps. R.E.A. power 
opened the way and Boecklers are 
after the appliance business of 
every farmer who can tap an elec- 
tric line. Principal advertising me- 
dium is a weekly newspaper ad in 
the St. Louis Globe-Democrat with 
a wide circulation in rural areas. 


* * 


It takes but a casual study of bu- 
reaucratic activities to cause one 
to realize there still is a vast dif- 
ference between theory and prac- 
tice. 


+ * % 
Good Idea! 
HURTLEFF’S (Elgin, Ill.) use 
liberal advertising space to 
impress upon the public the all- 
important fact that lumber alone 
isn’t responsible for the high cost 
of houses, as so many people are 
led to believe. Says the ad: 
“Materials for this home (The 
Tansy) built for maximum com- 
fort are now available at the fol- 
lowing prices: 
Lumber, roofing, siding, 
flooring 
Insulation 
Masonry and plastering 
material 
Millwork 
Hardware, nails 


$1,665.49 


506.60 
732.52 
145.19 

88.97 


$3,280.52 
Sort of puts things in a different 
light for the lumber dealer who 
usually takes plenty of heat for the 
total price of a house even though 
the materials he furnishes repre- 
sent but a comparatively small per- 
centage of the cost. 


* 


Twentieth Century Fund assures 
us that less than one-half cent per 
package of cigarettes goes for ad- 
vertising costs. Really seems as 
though it would amount to more 
than that. 

*% * * 


Wrong Answer 
E CAN’T GET very much 
excited over the suggestion 
made by the American Institute of 
Architects that the government 


guarantee the prospective home 
owner and investor against loss for 
a period of five years by reimburs- 
ing him for the difference between 
the present cost and the cost in 
1952, if the latter were lower! 


If home builders are entitled to 
this unusual favor, why not extend 
it to automobile buyers and the 
purchasers of many other things? 

Houses are selling faster than 
they can be built. Prices are high 
because materials are scarce and 
demand is excessive. The AIA 
proposal would merely increase de- 
mand but not the supply of mate- 
rials. Seems to be the wrong 
answer. 


You needn’t become greatly con- 
cerned if you are misunderstood 
but it’s time to work up a first- 
class worry when you are unable 
to understand. 


‘ 


x *) * 


"And, Now, Mr. Lewis and the News" 


F YOU ARE a Fulton Lewis fan 

in northwestern Iowa, you'll 
hear the commercial of the Con- 
sumer’s Independent Lumber com- 
pany (Spirit Lake, Montgomery 
and Superior) in connection with 
the well-known broadcast. For ex- 
ample: 

“Eighty-five years ago govern- 
ment generosity in the disposal of 
public land reached a zenith with 
the passage of the famous Home- 
stead act. Over 125,000 home seek- 
ers inaugurated a _ construction 
boom in the West. Now, once 
again in our history, the cry for 
construction is dominant and the 
Consumer’s Independent Lumber 
company is your reliable headquar- 
ters for a complete line of building 
materials... .” 

We’ve no idea how many listen 
in, but the audience must be im- 
mense. 


* 


“Liberal trade-in allowance” is be- 
coming a feature of more and 
more ads. Slowly but surely pro- 
duction is catching up with de- 
mand. 
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hich 
ATA 


2de- G . > 

aate- ’ d C Or wir rei vn ‘ Open the way to bigger 
rong | f liar ! Ke “LITE! one | profits in ’48 by offering 
: Gate City Awning Win- 
ease of j 1Spar a dows. Building is boom- 
nd economy, ultra-vio] — ing. If you order Gate 
City Awning Windows 
by the carload, you actu- 
ally make a better profit per window than with 

other types of sash! 


‘ah aa North—South—East—West . . . Gate City Awning 
_ Ald 150 ft. rolls Windows are moving fast wherever introduced. 
dhe Sh eases No other window offers. greater advantages: 
Con- careers adequate circulation—abundant light—safety in 
ini hewn cleaning — indoor screens and storm windows — 
mery - eee R positive, smooth, worm-and-gear operation — 
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Stocking is simple. One size, 3-36-18, meets 75% 
ees ! , of the need. Only 5 other sizes take care of prac- 
al of |) ————— 3 mn tically every other requirement. Write today for 
with ie er v our attractive proposition for complete windows, 
'ome- —— \ windows KD in carload lots and for hardware 
seek- s\ : only. Gate City Sash & Door Co., Dept. AL, Fort 


ot] ' T 
pice . \ ART \ Lauderdale, Florida. 
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Manufactured exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE. CHICAGO 18, ILLINOIS Export Sales Representative, Frazar & Company, 50 Church St., New York 7, N.Y., U.S.A. 


Cable address: Frazar, N.Y. Agents in principal cities throughout the. world. 
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Whats Neur £- 






New Straddle Carrier 


An eight-ton — straddle-carrier 
has been announced. Overall de- 
sign of the machine and location 





of the driver is said to eliminate all 
blind spots. The position of the 
operator enables him to see the 
entire load and one complete load 
hook, giving him a long sighting 
radius for more accurate load pick- 
ups. The front and rear main 


NU-METAL WEATHERSTRIP 


NU-WAY WEATHERSTRIP 


ON-GARD WEATHERSTRIP 


NU-ART METAL MOLDING 


NU-ART HOUSE NUMBERS 


FITSALL SCREEN DOOR GRILLE 
















NU-GLAZE GLAZING COMPOUND 


NU-CALK SPEED LOADS 


| 
| 
| Oklahoma City, Oklahoma 


© SANE 





MACKLANBURG 


PRODUCTS 








SF ADS » LEONE 


cross members serve as gasoline 
tank and hydraulic oil reservoir. 
Hydraulic systems for hoist and 
hook-swing are controlled by a 
single lever. The steering mech- 
anism keeps all four wheels track- 
ing exactly in the are of the ma- 
chine. Metal cab is fully enclosed. 
For more complete details, write 
Ross Carrier company, Dept. AL- 
&BPM, Benton Harbor, Mich. 


Improved Waterproofing 
Material 


The Ranetite Manufacturing 
company announces the improve- 
ment of the Ranetite No. V trans- 
parent waterproofing formula, a 
waterproofing for outside walls of 
brick, stone, stucco and similar 
surfaces. The improvement con- 
sists of incorporating calcium and 
aluminum sterates, the jells which 
have been broken down chemically. 
It also is said to add a new fire proof 


feature by the addition of a solu- 
tion of carbon tetrachloride. Avail- 
able to all readers is a circular des- 
cribing the many uses of this wa- 
terproofing. For copies write Rane- 
tite Waterproofing corporation, 
Dept. AL&BPM, 1917 S. Broad- 
way, St. Louis 4, Mo. 


Tail Gate Truck Loader 


A handy hydraulic tail gate load- 
er for trucks has been introduced 
to speed up loading and unloading, 





to minimize freight breakage, and 
in many instances to eliminate a 
man from the truck crew. The lift 
platform operates over the full dis- 
tance from ground to truck floor 
level, raising and lowering loads up 
to 1200 pounds. The platform re- 
mains level throughout its entire 
travel arc, and swings up to serve 











* Dimension 


‘DUNCAN 
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Dependable Quality 


KILN DRIED 
SOUTHERN PINE 


* Flooring 
* Drop Siding 


Also Southern Hardwoods 
Elm, Ash, Beech, Red and Sap Gum, 
Red and White Oak 


* Shiplap & CM 
* Interior Trim 


and Mouldings 





DAVIS BROS. LUMBER CO. 


. on) 
Ansley, Louisiana 
Serving Quality Buyers for More Than 6O Years 





December 6, 1047, AMERICAN [.UMBERMAN & 








pile 
appli 
need 
all nc 
it’s re 
to m 
tions 


PR 
| 


The 

highe 
in se 
savin 
and | 
glazi 


For: 








ine- 
ion, 
yad- 





and 
te a 
lift 
dis- 
floor 
Ss up 
1 re- 
itire 
erve 





—— 








AN &F 









AMERICA’S 


for sash & door makers! 





PERMA 


GLAZE 
GLAZING 
COMPOUND 


. provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 




























PERMA GLAZE 
GLAZING a 


\ 
‘ 


Q. D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


MASTER GLAZIERS 


QD. PRIMELESS 
on ae 





For more Information or Special Requirements write Today ! 


m BIDDLE ... 


pxCLUSIVE Putty Makers 


~ LOUIS 2, MISSOURI 
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We Can Alford Them! 
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134,445,000 modern-minded 
people share her interest 


Grand Rapids Invizible Sash 
Balances are sold monthly to 
the readers of these magazines 

. the bulk of the home- 
building market. 


GRAND RAPIDS , 


Ab aoh WLLES, 
SS 


“SASH BALANCE 





The practical SPIRAL sash balance 


Of course she can afford them! They go in quick 
and easy ... just three screws per balance ... 
save hours of high-priced labor. Laboratory tests 
point to perfect lifetime performance ... proved 
in thousands of homes. No tapes, no cables, no 
exposed tubes, no corrosion. The one practical 
installation for modern narrow trim. A few stand- 
ard sizes fit 95°% of all residential requirements 

. same size balance fits upper and lower sash. 





For complete specifications and instructions 





Write today for fully illustrated specification 
CATALOG IN and installation data. See how Grand Rapids 
SWEET'S | nvizibles fit into your next set of plans! 


GRAND RAPIDS HARDWARE COMPANY 


Grand Rapids, Michigan 
Quality Leaders in Sash Hardware for 50 Years 





Grand Rapids Sash Pulleys 


No. 103 face plate, cone bearing type and Nos. 
175, 109, 110 sawtooth drive type sash pulleys 
cover 95% of. .all_ sash pulley requirements. * 





+e 8 
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WHAT'S NEW? 





as a tail gate when the truck is on 
the road. The hydraulic pump is 
driven from the truck’s standard 
power takeoff and is controlled by 
a convenient lever. The unit is fur- 
nished in a complete package and 
is said to take only a few minutes 
to install. For more complete in- 
formation write the Day company, 
Dept. AL&BPM, 306 W. 39th 
street, Chicago 21, IIl. 


Rubber-Gard Flat Paint 

Rubber Gard Velvet flat is a dec- 
orative flat finish that can be put 
on new plaster as well as old. It is 
said to have one-coat hiding, is re- 
sistant to staining and can be 
scrubbed with ordinary cleaning 
compounds. Rubber Gard is said 
not to support flame even under in- 
tense heat. It is said to dry quick- 
ly and may be over-painted with 
any type of paint. While it is un- 
affected by continuous wetness, it 
is sufficiently porous to permit the 
escape of moisture vapors from 
partitions. It comes in white and 





ten colors. For more complete in- 
formation write Wilbur & Williams 
Paint corporation, Dept. AL& 
BPM, 43 Leon street, Boston, Mass. 


Planing Rough Lumber 

Recent addition to the Buss Ma- 
chine line is a fast feed, heavy 
duty, double surfacer for planing 
rough lumber. It is built through- 
out with roller and ball bearings 
and with motors mounted directly 
on the arbors. It has a positive, 
simplified feed through reduction 
unit, short chains, and compensat- 
ing gears. 





Multiple feeds from 32 
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SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa 
tion, Portland, Oregon. 











Sy. se Fe Woodorek 





DISTRIBUTORS OF 


SHEVLN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


~ 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








NEW YORK CHICAGO 
1604 Graybar Bidg. 1863 LaSalle-Wacker Bldg. 
Mohawk 4-9117 Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 














P. O. Box 2140 
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- Dependable Quality 
. Douglas Fir Since 1898 








| 
| 
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Now in our 49th year of service to the 
nation’s lumber buyers. 


. DocthiAtell 





Good 
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to 178 feet are provided. Cutter- 
heads are of large diameter and 
carry either four or six high-speed 
knives and are made of alloy steel. 
machine has a built-in grinder 
jointer for top cutter- 
grinder and jointer for the 


The 
and 
head, 


expelled lower cutterhead and also 
a built-in jointer for the lower cut- 





terhead to be utilized when the 
head is not expelled. Push button 
controls, brake for top cutterhead 
and shutoff and brake for feed add 
to the convenience and safety of 
this machine. It will handle stock 
from 14 inch to 14 inches thick and 
any width up to 30 inches. Floor 
space occupied is 6!2x8 feet. For 
more complete information write 
Buss Machine Works, Dept. AL&- 
BPM, Holland, Mich. 


Decorative Laminate 


To aid home-builders and indus- 
trial users, Decorative Micarta, a 
high-pressure laminate is now be- 
ing distributed bonded to plywood 
of *, and 1%4 inch thicknesses. It 
comes in 48x96 inch panel sizes. 
Previously Micarta, acid and burn- 
proof surfacing, had to be lami- 
nated to another surface by the 
users. For more complete details 
write United States Plywood cor- 
poration, Dept. AL&BPM, Weld- 
wood building, 55 W. 44th street, 
New York 18, New York. 


Fuel System Cleaner 
The Celco corporation announces 


the availability of Celeo Tank Kleen 
Formula No. 101, a new type of 





liquid fuel system cleaner designed 


to dissolve and eliminate forma- 
lions of gums, tars and other dan- 
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= Lowell is the name known to your 
customers, you can be sure of three important sales 
advantages: easy sales . . . profitable sales . . . 

repeat sales. Follow the example of dealers all over the 34 
country who make Lowell sprayers and dusters. 
their “lead line.”’ Start now to pyramid your profits 
with Lowell and get all these extra benefits. 


@ FAST TURNOVER 

M@ COMPLETE QUALITY LINE 
@ SELECTED DISTRIBUTION 

@ ALL SEASON SALES 

@ FORCEFUL SALES HELPS 


STAUFFER 
DUSTER 


PENNANT 


CYCLONE 





COMMANDER 





ROTO-BLAST DUSTER 
PREMIER 


“Consider Lowell the best line 


I can stock because it brings [Lowe Li 
in customers the year around.” ama ee add 
A Lowell Dealer Maniffactluring Co. 


(name on request) 
DEPT. 63, 589 EAST ILLINOIS STREET 
curcage 11, ILLINOIS 
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gerous binders. It works by re- 
forming all soluble hydrocarbon 
binders into a liquid which burns 
with the fuel, while rendering free 
all insolubles into a colloidal sus- 
pension. It is said to function 
equally as well with oil, gasoline, 
kerosene or fuel oil systems. For 
more complete details write Celco 
corporation, Dept. AL&BPM, 110 
E. 42nd street, New York 17, N. Y. 


Door Frame Booklet 


A booklet describing the new 
metal door frame assembly for use 
with Herculite glass doors is being 
published. The eight-page booklet 
shows the 12 available styles. Vari- 
able dimension tables and typical 
section views are included. The 
Herculite door-frame assembly is 
a packaged unit complete with 
checking floor hinge and _ pivot 
ready for installation. For a copy 
write Pittsburgh Plate Glass com- 
pany, Dept. AL&BPM, 632 Du- 
quesne Way, Pittsburgh, Pa. 


New DeWalt Model 


The new Cut-Master model com- 
bines the functions of many ma- 
chines and is designed for all-pur- 
pose cutting. Easily visible, single 


degree, calibrated scales are pro- 
vided for miter, rip and bevel cut- 
ting. Front elevation mechanism, 
with an adjustable crank handle is 
conveniently located in front of the 
operator to faeilitate elevation of 
the machine. Start-stop switch 
control is deeply recessed on front 
end of machine arm. A new wide 
work table is provided. Model is 
available in three, five and 7% 
horsepower sizes. For a new cat- 
alog describing the saw, write 
DeWalt Inc., Dept. AL&BPM, 63 
Fountain avenue, Lancaster, Pa. 


Builders’ Hardware Catalog 


Several new locksets have been 
added to the line produced by the 
Allied Hardware corporation. 
These are shown in a catalog 
which has just been published. 
Also manufactured by the com- 
pany and included in the catalog 
are such items as sash lifts, case- 
ment fasteners, hooks, chain fas- 
teners, knockers, door stops, gar- 
age door pulls, hinges, a variety of 
locks, house numbers, ete. For 
a copy of this catalog write Allied 
Hardware corporation, Dept. AL- 
&BPM, 3128 Grand avenue, Brook- 
lyn 5, N. Y. 


AETNA PLYWOOD . 


is a natural for 


INDUSTRY ENGINEERED HOMES. 


STANDARD SIZES — LOW COST INSTALLATION 
— MINIMUM UPKEEP — 
The essentials of the Engineered Home are all yours in Plywood 


PLAN NOW to give YOUR houses what every 
housewife dreams about— 


Hardwood wall paneling in Walnut, Mahogany, 
Oak, Birch, Maple or Dec-o-Ply. 


No other material gives you such an Unbeatable combination of— 


BEAUTY 
STRENGTH 


ECONOMY 
DURABILITY 


Send your room sizes to us — We will quote on 
Best plywood available for the job 


WRITE FOR LATEST PLYWOOD BUYING GUIDE, 
The “Teleply Ticker’ Price List. 


ial! 





PLYWOOD & VENEER COMPANY 
LED ELSTON, CHICAGO 22, ILLINOIS... 
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Hardware Display Units 

Shown here are two display 
boards for brass and chrome finish 
hardware. The top display covers a 
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ox or STANDARD BRONZE LOMPERT sons « 


variety of styles of push button 
plates, including half polished iron 
finish, polished brass and combina- 
tion stain chrome finish. The HPI 
finish items are made of a nickel 


ee: Ss 


BRONZE HARIAVARE OF DISTINCTION 





bronze alloy and the chrome plated 
products are made of solid cast 
brass and heavily chrome plated. 
The bottom display unit is included 
in an introductory offer which con- 
sists of a minimum supply of the 
items shown on the board to enable 
the store to determine which items 
move fastest. For more complete 
information write Standard Bronze 
company, Dept. AL&BPM, bth 
street & Avenue A, Bayonne, N. J. 


Solving Masonry Problems 


A new pamphlet Fight Waier 
describes methods and _ products 
used to solve problems in concrete 
and masonry construction. For new 
construction, specifications and 
sketches are given for concrete, 
mortar, surface protection and 
joints. Highlights are presenied 
on maintenance and repair prob- 
lems such as sealing leaks agaiist 
pressure and repairing structures 
above and below grade. A_ con- 
venient check-list on all products 
manufactured by the Sika Chemical 
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NARROW 
MULLIONS 
AND TRIM 





Both Inexpensively 
Attained With 


DUPLEX 


FLAT SASH 
BALANCE 





Narrow mullions and narrow trim—the modern styling 
that helps sell homes—are economically achieved 
with DUPLEX —the only Adjustable Flat Sash Balance. 


SASU BALANCE 
| $pRinG WOOKS 


HERE'S 
WHY 


[DUPLEX ADJUSTABLE 
SASU BALANCE 


Duplex Adjustable Flat Sash Balances... ; 


1.... require no special 4....entirely eliminate 
framing for overhead cords, weights and weight 


balance space boxes. 
Meters require no stud mor- 5 di ‘ ‘ 
tises at sides. -... and just two sizes 


meet 98% of all residential 
building needs, which simpli- 
fies ordering, stocking and 
installing. 


3.... are installed in virtu- 
ully the pulley stile thickness 
ibout halfway between sill 
ind head jamb. 


(Sold through jobbers and dealers only) 
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630 North LaPeer Drive 
Los Angeles 46, California 


Burtpinc Propucts MERCHANDISER 











(eo. J.Silbernagel 





WHOLESALE DISTRIBUTOR 





West Coast Lumber 


and 


Lumber Products 











SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

© MILLWORK 
® MOULDINGS 
e SIDING 

© FLOORING 









































Geo.J.Silbernagel 


. ‘GENERAL OFFICE 
“8 S. Michigan Ave., Chicago 3, Il. 


Telephone RANdolph 0540 
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corporation completes the folder. 
For a copy of the pamphlet write 
Sika Chemical corporation, Dept. 
AL&BPM, 35 Gregory avenue, Pas- 
saic, N. J. 


Septic-Tank Bulletin 

For those building or moderniz- 
ing where sanitary sewers are not 
available, there is a new circular 
providing practical information on 
waste disposal called Septic-Tank 
Systems. In these homes the septic 
tank system should be included in 
the plans as well as water, drain 
pipes and plumbing fixtures. Tanks 






may be either purchased or built by 


pouring concrete into forms in the 
ground. Materials, mechanics of 
installation, plans and details are 
explained in the circular. For 
copies of the circular write Small 
Homes Council, University of Illi- 
nois, Urbana, III. 


New Mail Box Post 

“It swings if its hit.” This is 
the slogan being used for the new 
Post-Master mail box post designed 
for both rural and suburban homes. 
The post swings if hit by a car 
and then returns to normal posi- 
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Prompt Shipment 
on These Items 


Flooring 
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51 YEARS OF STABILITY -- 


1x4” R/L #3 Com. KD YP 


1x6” R/L #3 Com. KD YP 
Pat. +105 Sdg. 


1x6” R/L +1&Btr. KD YP 
Centermatch 


4/4xRWE&L +2&Btr. AD 
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Hwd. or Dunnage 


For 51 years Scotch Lumber has been 
delivering dependable values and sat- 
isfaction to customers everywhere. De- 
pend on Scotch for your requirements. 


S08 Seu See Hse Eee 


=. coed HBS... Nae 


SOUTHERN PINE . | 


| sptntiond HARDWOODS 


FULTON, ALABAMA 


Mixed Cars aS pee ial ty 
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tion. The vertical member con- 
sists of two pieces of steel pipe, the 
upper fitting into the lower and 
reesting on a spiral cam.- The 
box is adjustable in height from 
three feet to five feet. The bottom 
section is pointed for driving into 
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the ground. The horiontal arm is 
a steel rod supported by another 
rod and extends three feet from 
the vertical pipe. There are two 
models—for rural and _ suburban 
use. For more complete details 
write Synchro-Master, Dept. AL&- 
BPM, Seneca Falls, N. Y. 


Pre-Insulated Steel Buildings 


Delivered in one package are en- 
gineered units of standardized di- 
mensions, prefabricated at the fac- 
tory, which make it possible to plan 
in advance the type and size of 
structure wanted. It is said it can 
be erected quickly with simple tools 
on any type of foundation and that 
it is weatherproof, vermin-proof, 
fire resistant and insulated for tem- 
perature control. Height, length, 
width, door and window arrange- 
ments to suit requirements. All ma- 
terial, fastenings, glass and putty 
are included. The welded structural 
frame is covered with galvanized 
copper bearing steel sheets over !» 
inch damp-proof insulation board. 
Panels are furnished in eight foot 
widths solid; one and two window 
panels and entrance door panel. 
The heights are eight, 10 and 12 
feet. Weather-stripped sliding doors 
are in widths of four, six, eight or 
12 feet. Clear-span design roofs 
with widths up to 40 feet in multi- 
ples of four feet. For full informa- 
tion and illustrations ask for Bulle- 
tin 2205 from the Pioneer company, 


Dept. AL&BPM, 1050 Century 


building, Pittsburgh 22, Pa. 
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SY ANALYSIS 


West Coast Cut is High 
But Car Shortage is Acute 


Although lumber production in the Douglas fir re- 
gion continued at record levels in October, it is piling 
up at West Coast sawmills because of the critical 
shortage of box cars, H. V. Simpson, executive vice 
president of the West Coast Lumbermen’s Associa- 
tion, reported. 

Gross stocks on hand at the end of October stood 
at 559,756,000 feet, an increase of 54.7 per cent in 
six months over the 361,778,000 board feet of last 
May. Simpson said mills south of Portland on the 
Southern Pacific system are feeling the pinch most 
severely. 

Weekly average production for October was 146,- 
382,000 feet, a slight increase over September. Orders 
equalled production for October, averaging 146,201,000 
feet, an increase of 13.7 millions over weekly averages 
for September. October shipments were almost identi- 
cal with September’s 143,055,000 feet. 

Heavier construction, both residential and indus- 
trial, right through the winter is indicated, Simpson 
said, by the strong order file. Cumulative orders for the 
first 44 weeks of 1947 was 6,223,601,000 board feet; 
44 weeks in 1946 was 5,614,558,000 feet and the 44 
weeks of 1945, totaled 5,235,637,000 feet. 

Production for the first 44 weeks of 1947 reached 
6,083,917,000 feet; the same period in 1946 was 5,857,- 
581,000 feet and for 1945, 5,334,930,000 feet. 


Survey Indicates Stocks Decline 
While Sales Register Pickup 


Stocks of retail lumber yards reporting to the 
National Retail Lumber Dealers Association . were 
down 1.5 per cent in September compared with Au- 
gust. Reporting yards included 587 independent yards 
and 1,094 line yards. The most substantial decline was 
evidenced in the Middle Atlantic states (New York, 
Pennsylvania and New Jersey), which registered a 
drop of 4.7 per cent. The east south central group of 
states (Ky., Tenn., Ala. and Miss.) reported the great- 
est increase, 5.2 per cent. Total retail stocks for the 
month of September were 68.6 per cent ahead of a 
year ago. 

Sales by the same yards increased 6.8 per cent in 
September over August. The New England states 
(Me., N. H., Vt., Mass., R. I. and Conn.) was the only 
group to show a decline, 5.9 per cent. The Middle At- 
lantie states with 14.1 per cent showed the largest 
percentage of increased sales. 


Current Statistics On 
Output and Distribution 


Lumber shipments of 403 mills reporting to the 
National Lumber Trade Barometer for the week end- 
ing Nov. 15, 1947 were 5.5 per cent above production. 
In the same week new orders of these mills were 1.8 
per cent below production. Unfilled order files of the 
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| Helps You Sell... 
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Unequalled In Beauty 


Doors and drawers that open and shut easily, that 
do not twist or warp, free of grain raising and surface 
checking. Paint surface lasts so much longer. No stain 
or rot. The owner gets the added value from this 
WOODLIFE treatment at an insignificant cost. You get 
a profit — both money and satisfaction. 


Protection Products Mfg. Co. 





Mirs. of CHEMICAL PRESERVATIVES Since 1921 
Research Laboratory and Plant KALAMAZOO, MICH. 











Growing Timber for 
Your Future Needs 


Since 1904 Urania has been car- 
rying on scientific forestry—and 
now has 110,000 acres growing 
timber for your future needs. 


All Urania logging is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods 14 inches. Trees with best 
prospects are left to grow larger. 
The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide 
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your future Urania lumber. 
Consult ws on your needs. 
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Midwest Jobbers, Inc. 


Jobbers of softwood mouldings and trim 














Office and Warehouse 


1529 So. Morgan to 1530 So. Sangamon Sts. 
Chicago 8, Illinois 




















AN OPEN LETTER TO OUR RETAIL DEALER FRIENDS 
IN THE MIDDLE-WEST: — 














From all appearances, it looks like stocks of Select type lum- 
ber to make. such refined items as mouldings and trim will hit 
a record low this Winter. 

















It is not and has not been the policy of Midwest Jobbers to 
take advantage of this situation. Our percentage mark-ups 
have been reduced continually as we have had to pay our 
suppliers higher prices. 

















As long as shortages exist, it is impossible to stem the infla- 
tionary trend. But, when a dealer can assure the builder of a 
free-flow of materials to the building site; and when he has 
enough knowledge of costs from dependable sources of supply 
so that he does not have to “cushion” his prices, much can be 
saved in building costs. 


It is the intent and purpose of Midwest Jobbers, not only to 
supply a better and more rounded out list of items that are 
essential in small home building; but also to keep our dealer 
trade informed on costs as reliably as we can. 


S. D. Griffeth, Manager 





































DON’T CARRY IT— 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No’ AL-127. 


Standard Conveyor Company 
General Offices: 
North St.-Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 








LUMBER MARKET 


reporting mills amounted to 57 per cent of stocks, 
For reporting softwood mills, unfilled orders are 
equivalent to 28 days’ production at the current rate 
and gross stocks are equivalent to 47 days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills were 2.7 per cent above production; orders 
were 1.5 per cent above production. 

Compared to the corresponding week of 1935-1939, 
production of reporting mills was 25.7 per cent above; 
shipments were 45.8 per cent above; orders were 32.1 
per cent above. Compared to the corresponding week 
in 1946, production of reporting mills was 5.3 per 
cent above; shipments were 21 per cent above and 
new orders were 27.3 per cent above. 


Western Pine 


The cut of 101 mills reporting to the Western Pine 
Association for the week ending Nov. 15, 1947 
amounted to 62,752,000 feet. The same week a year 
ago the cut was 65,166,000 feet. Shipments during 
the week totaled 61,231,000 feet; orders totaled 53,- 
118,000 feet. Shipments were 2.4 per cent below pro- 
duction and orders were 15.4 per cent below produc- 
tion. Unfilled orders on hand at the end of the week 
totaled 162,820,000 feet compared with 194,001,000 
feet a year ago. Gross stocks stood at 711,795,000 feet 
compared with 665,058,000 feet a year ago. 


Southern Pine 


The cut of the 105 mills reporting to the Southern 
Pine Association for the week ending Nov. 15, 1947 
totaled 15,773,000 feet. This was 2.58 per cent below 
the three-year average for the same mills. Shipments 
for the week ending Nov. 15 totaled 16,653,000 feet. 
This was 2.85 per cent above the three-year average 
Orders placed during the week reached 14,756,000 
feet or 6.45 per cent below production. 


In the Market Centers 


TACOMA—Buyers continue to clamor for better 
grades of lumber despite high prices. Mill production 
is heavy, log supplies are ample and the market out- 
look generally is good for a season of the year when 
a slump normally is apparent. Principal problem con- 
fronting the industry is still the shortage of freight 
cars. Space for waterborne shipments is somewhat 
easier. Sash and door and cabinet manufacturers re- 
port their market is holding up surprisingly well. 

KANSAS CITY—Prices continued to strengthen in 
the Southwestern market in the past fortnight. The 
average for yellow pine was boosted $2.50 a thousand. 
Contractors are paying fancy premiums for immediate 
shipments. The lack of shipping facilities has also 
stiffened prices. Many mills have secured refrigerator 
and coal cars to move their accumulating supplies 
from their yards. On the west side of the Mississippi, 
mills report that dimension (2x4, 2x6 and 2x8) is 
bringing $80 per thousand and 10 and 12-inch at $85. 
Boards from 6 to 10-inch are quoted at $87.50 and 
12-inch at $90. On the east side, prices are about $5 
lower on boards and $10 lower on dimension, not- 
withstanding the fact there is little dry lumber avail- 
able and the supply is short because rains have slowed 
production and shipments. 
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WHITE 
RIVER 
LUMBER 
COMPANY 


ENUMCLAW, 
WASHINGTON 


(SINCE 1896 


Growing Future Saw Logs 


White River is looking ahead to your future lumber needs. 


,™ 


and ~Ssté 





Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 


Hoquiam, Washington 





Young growth on White River timberlands along the slopes 
of the Cascades is expected to provide the White River mills 
with saw logs for as many years as man can see ahead. 
Here trees grow to perfection—tall, straight, sound. White 
River is ever alert to the needs and interests of its customers. 
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STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


the Akron Paint and Varnish Company 


AKRON 1, OHIO 
"EST. 1878 





























Producing Better Letters 
(Continued from Page 70) 


sell the recipient that it is in his 
interest to pay what he owes. 

If you can make him see that it 
is to his advantage to pay up—that 
the payment of the bill is a more 
attractive proposition than retain- 
ing the money—you will get action. 

A good technique is to really ex- 
pect the best of him and let him 
know it. Surprisingly few will dis- 
appoint you. 

All the points of good writing 
may be used here. It is not neces- 
sary to get tough to be strict. 
“Speak softly and carry a big 
stick” is still a good collection let- 
ter technique. 


Some Further 
tion Letters: 


Space them so that the debtor 
will know you are really anxious 
about payment. 

Give him an opportunity to offer 
settlement by periodic payment. 

Be good natured but firm. 

Give the debtor a chance to tell 
you why payment has been delayed. 

Ask for immediate payment of 


Points on Collec- 


the amount you are reasonably sure 
he can pay. 


Make him feel the letter is writ- 
ten personally to him—not a gen- 
eral dun. 

The letter should “sell” good-will 
and respect for your company. 





Handling Price Competition 
(Continued from Page 64): . 


tomer before the purchase by point- 
ing out that the buyer has to pay 
in advance, pay the cost of deliv- 
ery, pick up the preduct at the 
freight station, make his own de- 
livery and get no service after the 
sale. 

Use competitive names and 
brands constructively. The old 
rule says “never knock a competi- 
tor” and as a general rule it should 
be followed unless you know some 
very vulnerable point in the com- 
petitor’s products or services, but 
even then, never mention the com- 
petitor by name. Speak of him in 
general terms such as: “less. well- 
known brands,” “other people,” etc. 
Under no circumstances should you 
praise a competitor. The best 
practice is not to mention him at 
all. Stick to your 
dwell on the plus values in your 
proposition. 

































RAINY Gs LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J A. MATHIEU, Ltd, Rainy Lake. Ont. 


X. Sell Reputation, Responsibility, 
Continuous and Dependable 
Service 


These good qualities of your 
company are the strongest support 
for your price. 

If it should happen that your 
customer is not acquainted with 
your reputation for dependability, 
stress points like the number of 
years your company has been in 
business, the size of your invest- 
ment, contributions to local ecivi¢c 
life and the historical’ record of 
community service. 

Back these’ statements’ with 
ample proofs. If you will fill your 
sales kit with several testimonials 
from satisfied customers and long 
lists of steady and satisfied cus- 
tomers to whom your prospect can 
refer, your competitive batting 
average will be near the top. 

It is true that you cannot make 
every sale on which you have an 
opportunity to quote a price, but if 
you are neglecting any of these 
price sustaining strategies, when 
you do lose sales to other lower 
prices, in 19 cases of out of 20 it 











Reputable Sales Representatives throughout the Nation. 


knitting and will be because your salesmanship 
is poorer than the other fellows 
and nothing else. 

A. W. Lingaas H. G. “Harry” Dowson 


Rogue Lumber Sales Co. 


P. O. Box 707, Medford, Ore. 


Central Point, Ore. 1091 
& 


Specializing in the distribution of 


Ail West Coast Woods 


In addition to doing a general wholesale business, 
our company operates a concentration yard at Cen- 
tral Point, Ore., to which we bring in only the best 
rough stock from small and medium-sized mills. 
Here we have storage facilities for over 5,000,000 
feet—and in line with consumer demand for dry 
lumber, we’re utilizing our air-drying facilities as 
fully as possible in order to service our customers. 
We invite your inquiries. 


Exclusive sales agents for 
L & H Lumber Co. 
Specializing in 2x4-8" Studs 


and 


Jackson Creek Lumber Co. 
Standard Yard Items 
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CONNOR 


FOREST PRODUCTS SINCE 1872 


|| *LAYTITE” MAPLE FLOORING 


) Write for illustrated 75th Anniversary Booklet 
$ 


CONNOR LUMBER AND LAND COMPANY , 


} PHONE No. 3 MARSHFIELD, WIS. P.O. BOX 112-A 


| | Behind The Mills — The Connor Timber Stands 























- Now Available! 


COPPER ARMORED 
SISALKRAFT 


flexible, easy 


Strong, 
1 For door 





to apply + 
and window flash- 


as showDy é— 


ing, 
Armored Sisalkraft 
in 1 OZ. weight 1s 
recommended. 





PURE COPPER PROTECTION 
at '/; the NORMAL COST! 


Copper Armored Sisalkraft is pure electro deposit copper 
reenforced with thousands of crossed sisal fibres and 
bonded vy. ith two layers of special asphalt to heavy kraft 
paper. Uniform, lightweight, will not kink, break or tear. 
100% impervious to moisture. For all concealed flashing 
and foundation damp-coursing. Available in 6” to 60” 
widths, copper weights of 1, 2 or 3 oz. per square foot. 
AA Write for complete information. 


The SISALKRAFT Co. 


205 W. WACKER DRIVE DEPT.AL CHICAGO 6, ILLINOIS 
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[ 1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
\ draft or rattle. 








U.S. Pat. No. 2,187,412 


There’s rea! economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
The plunger of each Stay expands or contracts against 18 
lbs. of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 





Architects, builders, dealers 
and jobbers are invited to 
write for full installation 
specifications and prices. 

















Pie sp hie 


dried and surfaced for shipment from Susanville. 


TRADE MARK 


Ponderosa Pine White Fir 








Paul Bunyan Comes Over the Hill 


With logs decked for continued mill operation Paul maintains his 
yard stock. Soft textured pine, White Fir and Incense Cedar, air 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


Ee 
a —sSUSANVILLE ° CALIFORNIA 














Incense Cedar 
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Ralph L. Smith Buys Timber, 
Brothers United in Business 

With the recent acquisition of 
one billion, 300 million board feet 
of lumber by the Ralph L. Smith 
Lumber com- 
pany, Kansas 
City, Mo., two 
brothers have 
been reunited in 
business. 

Paul R. Smith, 
president of the 
M. R. Smith 
Lumber and 
Shingle com- 
pany of Seattle, 
has recently ac- 
quired a_ sub- 
stantial interest 
in the Ralph L. 
Smith Lumber company. For a 
number of years both Ralph L. and 
Paul R. Smith held responsible posi- 
tions in the M. R. Smith company, 


Ralph L. Smith 





WM WGI MEWS 


which was organized in Kansas 
City by their father, the late M. R. 
Smith. In 1924 Ralph left his 
father’s company to organize his 
own business. . 

Manufacturing plants and mills 
operated by the Ralph L. Smith 
Lumber company are as follows: 
lumber mill, Anderson, Calif.; lum- 
ber mill, Canby, Calif.; box factory 
and cut-stock plant, Alturas, Calif.; 
moulding factory and glue-up plant, 
Klamath Falls, Ore. 


Maple Flooring Association 
Celebrates 50th Anniversary 


Maple Flooring Manufacturers 
association, one of the oldest trade 
group organizations, celebrates its 
50th anniversary this-year. 

The association was formed to 
improve flooring manufacturing 
procedure in order to provide a 


more perfectly matched product. 
The association also initiated ad- 
vancements in kiln drying on a sci- 
entific basis, added blocks and pat- 
terns to the original strip flooring, 
intensified research in the floor fin- 
ish field and helped to supply tech- 
nical data on floor construction. 

Shortly after the asscviation was 
formed, the industry established 
an educational program for the pro- 
motion of maple, beech and birch 
flooring. 

L. M. Clady, secretary - manager 
of the association, states that the 
association’s annual meeting next 
year will be devoted to planning for 
the advancement of the northern 
hard maple flooring manufacturers 
in the years to come. W. C. Aben- 
droth is president of the associa- 
tion. 


M. S. Hendricks Appointed 
AL&BPM Circulation Manager 

M. S. Hendricks has been ap- 
pointed circulation manager of 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER and 
office manager of Vance Publishing 
corporation, Chicago. 

Formerly with the Welding En- 
gineer and other business papers, 
Mr. Hendricks has had wide pub- 
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Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 


to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1451 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 

















NEW MODEL 
LOW OVERHEAD 








HALF OPEN 


OVERHEAD DOOR 
HARDWARE 


Tavart’s new Model T1-L3 features low 
overhead clearance, only 3”, plus the 
regular Tavart features: It’s all on the 
jamb, no tracks, no weights, no pulleys. 
Nothing to get in the way and obstruct 
side wall or ceiling space. 


Tavart Garage Door Hardware saves 
time and money. Easily installed by one 
man. Steel throughout. Built for a lifetime 
of trouble-free operation. 


All Tavart models distributed through 
leading hardware jobbers. 


CLEARWATER 





TAVART COMPANY, LTD. caitronnia 
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Al Clements Dumber Co. — 


MANUFACTURERS & WHOLESALERS e DOUGLAS FIR LUMBER 
Industrial and Housing Materials 
EUGENE, OREGON P.O. BOX 908 PHONE 5640 
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| Lumber Corp., Carlton, Ore. aes. —s = 
; Manufacturers : 
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a E. J. Linke, Pres. Guy Haynes, V. P. SAWMILL : - 


Graham Griswold, Secy. & Treas. sam, Corinth Lumber 


MACHINERY — 


“ © CORINTH SAWMILLS 
3 G e CORINTH EDGERS 
; ¢ CORINTH TRIMMERS 


Douglas Fir Lumber Corinth Sawmills and other sawmill machinery are today 
° available for delivery from the stock of the Corinth 
Pine, Cedar Wholesale declie dines: gunk. 


dub- 








aS 


Hemlock Your Corinth dealer is prepared to render service 
according to your sawmill machinery needs. Avoid cost- 
ly delays in awaiting new equipment or repairs. Your 
orders can be handled at once and close by. Write for 
our catalog and the name of your Corinth dealer. 


CORINTH MACHINERY COMPANY 
CORINTH, MISSISSIPPI 
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Your orders and inquiries solicited. 
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lishing experience in editorial and 
advertising capacities as well as 
selling and merchandising promo- 


tion for readers. He has been ac- 
tive in trade association work, and 
has done considerable market re- 
search and analysis of the position 
of various products in industry. 

Mr. Hendrick’s past experience 
with business publications ade- 
quately fits him to assist readers in 
using to best advantage AMERICAN 
LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER’S great forward 
looking editorial program for alert 
lumber and building products mer- 
chandisers. 


Two Educators Elected Life 
Honorary Members of Hoo-Hoo 


Two nationally known educators 
and authors were elected honorary 
life members of the Concatenated 
Order of Hoo-Hoo, at the meeting 
of the Supreme Nine held recently 
at Milwaukee. 

Nelson Courtlandt Brown, pro- 





NEW vice presidents of E. L. Bruce company, Memphis, look over one of the company’s many 
products. They are, left to right: John H. Rohr, Evan L. Fellman, Walter J. Wood, George M. 
Rogers and Frank H. O’Connor. 





fessor of forest utilization, New 
York State College of Forestry, 
Syracuse university, was honored 
in recognition of the valuable serv- 
ices rendered the lumber industry 
in educational work. 

Professor E. G. Cheyney, profes- 
sor emeritus, University of Minne- 
sota, was recognized because of his 
42 years of service to the industry 
as a teacher and author of several 
books on forestry. 


Weyerhaeuser Film 
Receives High Rating 

In competition with nearly 100 
industrial moving pictures _pro- 


duced by leading American com- 
panies, the technicolor film Trees 


and Homes, entered by Weyer- 
haeuser, St. Paul, Minn., was se- 
lected as one of the world’s six out- 
standing public relations films en- 
tered in the Films of the World 
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AUTOMATIC 


TACKER 


One hand operated. Hold mater- 
ial with one hand, tack it with the 


Ideal for tacking insulation, build- 
ing paper, screen wire etc. 
Send for circular. 


S T A R Paper FASTENER CO. 


NORWALK, CONN. 


EASY TO 
INSTALL 





Acid-Resisting 








LOUVERS 
FOR ATTIC VENTILATION 


No streaks on wall 
Face Frame is Masonite Presdwood 
No seams ¢ No Spotwelds * Norivets * No screws 


SPECIAL LOUVERS FOR NEW CONSTRUCTION 
Easy to install . . . No exposed nails 
STANDARD LOUVERS 
Installed from inside 
Made in 11 sizes. 
All Louver Boards free from frame to allow for £.pansion. 
ALL ALLOW UNOBSTRUCTED, MAXIMUM VENTILATION 
ALL LAST FOR THE LIFE OF STANDARD BUILDINGS 
ALL MAKE GOOD PROFIT — SATISFIED CUSTOMERS 


A. D. HEMPHILL CO. 


114 Franklin Street 





RUST- 
PROOF 





Corrosion-Proof 


LUMITE PLASTIC SCREEN 


No strain, no rust, no corro- 
sion—Outlasts n.etal. 





Lake City, Minnesota 
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Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 
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Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C® INC 
CINCINNATI. OHIO 
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AMERICAN BOWSTRING WOOD TRUSSES 
for Warehouses « Stores « Factories » Garages 
FREE—SEND FOR NEW CATALOG TODAY! 


25th Anniversary An 1922-1947 


AMERICAN ROOF TRUSS CO. 


Phone PLAza 1772 Phone ADams 1-4379 
6846 STONY ISLAND AVE. 242 W. SANTA BARBARA AVE. 
CHICAGO, 49 LOS ANGELES, 37 


THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 











Rainelle, W. Va. 














Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, ete., 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information. Over 2,500,000 copies sold. 
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American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 
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Send us your 
inquiries and orders. 





Shipping Point: Fitzgerald, Ga. on S.A.L.RR. 


CAMPBELL 


COAL COMPANY 














238 MARIETTA ST., N. W. 
P. O. Box 1498 


ATLANTA 1, GEORGIA 














WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 


only with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retai! lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8”. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


Buss 


Sc gr TT ~ 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 
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contest held recently in Chicago. 

The film has been shown to more 
than 15 million people in nearly all 
principal cities. Projection serv- 
ices are maintained at strategic 
points throughout the country and 
showings are available without cost 
to interested groups of all kinds. 
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Allis-Chalmers Celebrates 
100 Years of Manufacturing 













Beginning a century ago with the 
dawn of a great mechanical age, a 
100-year record of engineering and 














manufacturing achievement is be- AN ASBESTOS cement shingle roof, complete with asbestos felt underlayment, nails and instal- 
ing rounded out in 1947 by Allis- lation, was the top gift on a recent “give-away in reverse” radio program of Don McNeill's 
Chalmers, Milwaukee, Wis. Breakfast club. Instead of getting prizes, everyone attending the Nov. 7 program brought a 
. gift. These were turned over to needy families. The asbestos roof was presented by Arthur 

In 1901 Edward P. Allis & com- W. Bergman in behalf of the Asbestos Cement Products association. Mr. Bergman is assistant 
pany, the founding com pany, district manager of the Johns-Manville Sales corporation building products division in Chicago. 





merged with Fraser & Chalmers 
company, Gates Iron Works and the 
Dickson Manufacturing company 
to form the Allis-Chalmers com- ACME SASH BALANCE COMPANY, 






Companies Announce Joiner, Atlanta; Tri-State Building 
Service, Shreveport, La.; John T. 
Everett’s Sons company, Memphis, 










pany. This brought together vari- Los Angeles, announces the ap- 

ous basic lines of machinery, valu- pointment of the following firms as Tenn. pe ee, 

able designs, plant facilities and factory representatives: Highland Plans are under way by the 
personnel. R. Smith, Concord, N. C.; Roy C. UNITED STATES PLYWOOD CORPORA- 

















| Established 1850 





em | Cross, Austin & Ireland || 
Spot SASH Corp Lumber Company ti. 


WITH WEIGHTS AND sas aN 1246 Grand St Brooklyn 6, N. Y. 











Dean Yea 


: Telephone Evergreen 8-9000 
— the one method of hanging windows that has 


been proved by generations of actual use to Pro- > 
a @ : 
Lumber - Timber - Millwork || | 
i & 





vide perfect and permanent balance. 





The Colored Spots are our Trade Mark, Reg. US. Pat. Off 


SAMSON CORDAGE WORKS, BOSTON 10, MASS. 
























HOUSTON 


Grateless, Air Cooled < 
REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 





J. W. Wells Lumber Co. 


Montgomery I, Alabama 












of 








@ 
Manufacturers HOUSTON BLOW PIPE & 
Southern Hardwoods and Pine SHEET METAL WORKS 





HOUSTON 1, TEXAS 






















Bury 
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HARDWOOD FLOORING GRALER 


Hard & soft Maple, Beech, 
Birch and some Oak. 


PERMANENT JOB FOR RIGHT MAN 


CROGHAN MILLS, INC. 


CROGHAN, N. Y. 








a 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Van- 
able feed for light power, guide rail and spurs 
make STRAIGHT lumber, well-balanced 
IT CLEARS 


posto elot d=) Mi oleh mitet d=Lol-10) (-1o MB b dot est =o 


ITS COST IN 30 TO 60 DAYS. 
MINER EDGER WORKS 


Meridian, Mississippi 
Phones 1292 and 3111 








Independence Lumber 
& Manufacturing Co. — 


Independence, Oregon 


Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 














Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 

















& Beech makes a very excellent indus- 
trial floor. 
ably prompt shipment on heavy Beech and Birch flooring. 


——— WETL 


Burtpinc Propucts MERCHANDISER 


LUMBER CO. 


MENOMINEE, 
MICHIGAN 








We are in position to give reason- 










PARKER’S 
PRIMERLESS 
PUTTY... 


time-tested in the 
— many 








has been 
"school of experience” 
years of service to the building 
industry. 





For a tight seal that resists in- 
filtration of moisture and cold air 
and prevents looss, rattling glass— 
there is no satisfactory substitute 
for high quality putty. 


PARKER'S 
PRIMERLESS 
is high quality 
PUTT ¥ 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN. 


80 years of service 
to the sash and door 
industry. 








Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 























TION for construction at Anderson, 
Calif., of a large ponderosa and 
sugar pine plywood plant. Along 
with the Harbor Plywood corpora- 
tion, the company recently acquired 
more than one billion feet of tim- 
ber, largely ponderosa and sugar 
pine, in the Anderson. area. 


J. F. WEBER & COMPANY an- 
nounces the opening of its new of- 
fices, yard and mill at 2137 Gratiot 
avenue, Detroit 7, Mich. The new 
telephone is LOrraine 7-3390. 


The office of the NORTHERN PINE 
MANUFACTURERS’ ASSOCIATION will 
soon be moved to Minneapolis. In 





In These Convenient Cities 


ALABAMA 
HOTEL THOMAS JEFFERSON 


Birmingham 
HOTEL ADMIRAL SEMMES....Mobile 


DISTRICT OF COLUMBIA 
B HOTEL WASHINGTON .. Washington GR 
\ 


INDIANA 
HOTEL CLAYPOOL 


LOUISIANA 


JUNG HOTEL 
HOTEL DESOTO 


Indianapolis 


New Orieans 
New Orleans 


MISSISSIPPI 
HOTEL LAMAR 


NEBRASKA 
Y)] HOTEL PAXTON 


NEW MEXICO 
HOTEL CLOVIS 


OKLAHOMA 
HOTEL ALDRIDGE 


SOUTH CAROLINA 
HOTEL WADE HAMPTON.. .Columbia 


TEXAS 


HOTEL STEPHEN F. AUSTIN...Austin 
HOTEL EDSON Beaumont 
HOTEL A aaa ...Brownwood 
HOTEL CORTEZ El Paso 
HOTEL BUCCANEEE Galveston | 
HOTEL GALVEZ Galveston 


CORONADO COURTS Galveston 
JACK TAR COURT HOTEL. .Galveston 
i) MIRAMAR COURT Galveston 


San Angelo £ ef, 
San Antonio 
San Antonio 


VIRGINIA 


MOUNTAIN LAKE HOTEL 
Mountain Lake 








the meantime the temporary ad- 
dress is 360 Ridgeland avenue, Elm- 
hurst, Ill., telephone Elmhurst 
5787-R. 


ALVIN A. VOIT, right, president of the 

Mengel company, Louisville, Ky., congratu- 

lates William M. Kerrick who has just retired 

as purchasing agent after 48 years with the 

company. Kerrick, who started as an office 

boy, has been purchasing agent for the past 
37 years. 


New location of the DARLING 
LUMBER COMPANY LTD. is 1800 N. 
Pulaski road, Chicago 39, Ill. Tele- 
phone is ALBany 2127. 


J. C. Wickliffe, vice president in 
charge of exports of the GEORGIA 
HARDWOOD LUMBER COMPANY, has 
recently left on the first leg of a 
six month’s world survey of busi- 
ness and economic conditions in 
most of the 51 countries where the 
company has offices and affiliates. 


The retail yard of the SUNKIST 
LUMBER COMPANY, 815 S. Ivy ave- 
nue, Mcnrovia, Calif., has been pur- 
chased by Huntington Taylor, John 
J. Waldron, Fred L. Arndt and Gus 
Luellwitz. The business will be 
carried on along the same lines and 
under the same name. Arthur E. 
Twohy, Twohy Lumber company, 
Los Angeles lumber yard and saw- 
mill brokers, negotiated the trans- 
actions. 


Russell Smith, past president of 
the Mississippi Retail Lumber Deal- 
ers association, has announced the 
sale of his interest in the SERVICE 
LUMBER COMPANY, Rolling Fork, 
Miss., and also his interest in the 
other Virden yards in the Delta in 
which he owned stock. He has been 
secretary - treasurer and manager 
with the company since 1929. 


Appointments and Promotions 

ROBIN A. CAMPBELL, formerly as- 
sistant general manager of the 
Blandin Paper Company, has re- 
cently joined the staff of the Min- 
nesota and Ontario Paper company, 
Minneapolis, as production assist- 
ant to the vice president in charge 
of production. 


The Coleman Company Inc., 
Wichita, Kans., announces the ap- 
pointment of two regional sales 
managers. They are P. W. DEGoop 
and LARRY JAGODY of the central 
and New England divisions respec- 
tively, C. R. MCPHERSON has been 
named manager of the furnace de- 
partment of the company’s Phila- 
delphia office. 


Lumber Exchange of Pacific 
Northwest Formed in Seattle 
Organization of the Western 
Lumber Exchange is announced by 
Bush Brothers Lumber company, 
Frank C. Hansen company and 
Thompson & Greene. The three 
Seattle firms have established Ex- 


W. F. BUSH, president of Western Lumber 
Exchange. 


change offices in Smith Tower, 2nd 
avenue and Yesler way. 

The first such organization to be 
formed in the important Pacific 
Northwest timber industry, West- 
ern Lumber Exchange makes avail- 
able to mils a complete distribution 
service covering consumer outlets 
throughout the United States. 

W. Frank Bush is president of 
the organization and Frank Hansen 
is vice president and chairman of 
the membership committee. W. A. 
Thompson is secretary - treasurer, 
in charge of operations. Robert 
Greene is chairman of the sales 
committee and Virgil I. Newman is 
chairman of the procurement com- 
mittee. 
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